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All the items described above are out- 
standing advantages to manufacturers 
who are making platform or beaded 
welt shoes using the 


AC SOLE STITCHING MACHINE 
— MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








BOOT AND SHOE RECORDER 


YOIC 


ALL this talk about “Fair Feet” is, 
in a way, unfair to the New York 
World’s Fair. Newspapers have been 
showing pictures of girls bathing 
their feet in the pool, lying down 
exhausted on the benches and wav- 
their “tootsies” in the air, to indi- 
cate that feet can’t take it. 


Well, the total distance in boule- 
vards, streets and paths in the New 
York World’s Fair measures 52 
miles, which is saying nothing at all 
about walking within the buildings 
themselves. One of our men paced 
a few casual sightseers with a 
speedometer and found that the 
average walking done was seven 
miles—not at a very fast rate of 
walking, because the average of the 
tested walking time was five hours 
at the Fair. That gives a lot of sit- 
ting time to the person seeing the 
Railway Show, the City of the 
Future and other attractions that 
provide seating capacity. After all, 
many a person walks seven miles in 
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IMAL) 


the equivalent time in the regular 
course of the day in the city, at golf 
or, for that matter, in the home. 

But, because so much has been 
said about “Fair Feet” (first stimu- 
lated by shoe advertising to correct 
it), both the New York and the San 
Francisco Fairs have been public- 
ized “feet first.” One of the news- 
papers came out with a story about 
“A Lazy Man Sees the Fair” and 
tried to prove that within a period 
of eight hours,;.he practically sat it 
out. 

It’s quite a commentary on Amer- 
ican life that feet are so useless, 
but perhaps the real outcome of the 
New York World’s Fair and the 


San Francisco Fair will be an 


aroused interest on the part of the 
public in shoes that fit and feet that 
serve the common function of self- 
locomotion. Management of the 
Fair is a little bit nettled at the in- 
dictment that the public is in for a 
foot beating if they go to the Fair. 


[15] 


BOHN W. WINGATE, Professor 
of Merchandising at New York 
University, discussing “Retailing of 
the Future,” says: 

“The stores of tomorrow will 
utilize customer councils to provide 
adequate contact with consumer 
groups, use simple types of infor- 
mative labels on merchandise, de- 

















velop accurate knowledge on the 
part of salespeople, and produce 
advertising giving far more specifi 
data on goods than at present. 

“Television will revolutionize the 
whole advertising procedure in the 
next ten to fifteen years, with sight 
a much more effective sales stim- 
ulant than sound. 

“Stores in the coming years will 
hire labor relations experts, who 
will have great authority and stand 
rext to the president in the store 
organization.” 

He traced the rise of unions in 
retail establishment to failure of 
management to get the employee 
viewpoint on personal considera- 

















































tion for each employee and the 
need for job security. 


SOME 250 recalcitrant trade asso- 
ciations, which have failed after the 
third request to send in answers to 
questionnaires mailed out last Sep- 
tember by Commerce Department 
representatives of the Temporary 
National Economic (anti-monopoly ) 
Committee, are being threatened 
with subpoenas if the requested in- 
formation is not forthcoming. 

Out of 2300 associations so- 
licited, most of them responded 
promptly, but the 250 “hold-outs” 
whose identities have not been dis- 
closed, either ignored or declined 
the request. 

The questionnaire sought infor- 
mation on management and affilia- 
tion; composition of membership; 
scope of association activities; per- 
sonnel, income and balance sheet 
data covering dues and assess- 
ments; and contributions to the 
industry claimed. It also asked for 
copies of constitutions and by-laws. 


+ 7” * 








MIILLER MUNSON, advertising 
director of Florsheim Shoe Com- 
pany, Chicago, Ill., was “the man 
of the hour” when the wedding 
bells chimed sweet music on May 6 
and Henrietta Pierce, also of Chi- 
cago, stepped up to add her “I 
do.” The happy pair will make 
their home in Chicago. 


a * * 


SSIEVER try to take off a shoe 
from a frightened little child on 
one of its first visits to a shoe 
store?” asked Jack Schultz of the 
Children’s Bootery in Westwood 
Village, Calif. The surest way is to 
be just as quiet as possible, then 
to quietly start counting up to ten. 
Start over again, and the first thing 
you know, the baby is counting 
with you and the first part and the 
hardest part of the battle is won. 
From then on, it is just keeping the 
confidence of the child.” 

















—Boot and Shoe Recorder has 
printed 2154 illustrations or “pic- 
tures” in its issues of the past 
twelve months. 

—These include photographs or 
drawings of shoes, sketches for 
special feature articles, shoe 
store exterior and interior views, 
convention candid camera shots, 
portraits of people in the news, 
display and advertising ideas, re- 
productions of some of the best 
merchandising efforts of the year, 
and so on ad infinitum— 

—Believe me it is no kindergarten 
task to produce a weekly business 
magazine such as the Recorder. 

—The services of five artists are re- 
quired to handle the above illus- 
trative features alone, and two 
score and more experienced men 
and women devote their entire 
time to the editorial, news, fash- 
ion, circulation and management 
phases of our publication. 

—lf we produce a magazine that 
pleases and serves you we are 


indeed happy. 


ae a 


President 





ELMER F. ANDREWS, Wages 
and Hours Law Administrator, de- 
fined the term “hours of work” un- 
der the act, as follows: 

“(1) All the time during which 
an employee is required to be on 
duty or to be on the employer's 
premises, or to be at a prescribed 
workplace, and (2) all the time 
during which an employee is suf- 
fered or permitted to work, whether 
or not he is required to do so.” 

His general formula, Mr. An- 
drews said, would cover in ordinary 
cases “all hours from beginning of 
the work-day to end, with the ex- 
ception of periods when the em- 
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ployee is relieved from all duties 
for the purpose of eating a meal.” 


S*IRVERY girl in the world is flat- 
tered by some shade of blue,” says 
Milo Anderson, costume designer 
for Warner Brothers Studio. “Each 
of the following lists blue as a 
favorite color for this Summer and 
early Fall; each one has a shade 
of blue that especially becomes her 
. . . golden brown Gladys George, 
titian-haired Geraldine Fitzgerald, 
brown-haired Gloria Holden and 
brunette Gail Page.” 

Pastel blues are good on Miss 
George. Geraldine Fitzgerald’s fair 
skin, green eyes and auburn hair 
are made to order for the greenish 
blues Milo Anderson selected for 
her to wear. Gloria Holden is at 
her best in such shades of blue as 
poudre and smoke. Although bru- 
nettes often shy at blue, no color 
is more lovely on Gail Page than 
a clear blue which accents her cop- 
per tones and blue black hair. 

Blue being such a_ universal 
color for femininity, Milo Ander- 
son sees great possibilities in its 
use in all accessories—shoes, bags, 
hats and gloves. 


TRAMP, TRAMP, TRAMP! 


Tramp, tramp, tramp, the girls are 
marching, 

They’re all limping as they come, 

For they wear ill-fitting shoes, 

Such as girls should never use, 
And their feet are mighty nearly on 
the bum! 





Tramp, tramp, tramp, their heels are 
wobbling, 

And their ankles nearly break at every 
step, 

All their toes are under strain, 

And their arches are in pain, 

They are losing both their carriage and 
their pep! 

* > . 

Tramp, tramp, tramp, the girls are 
marching, 

Boys, I wouldn’t take a limping gal, 

In the kitchen she won't fit, 

She can’t stand, she'll have to sit, 

And she'll never be the proper kind of 
pal. 


—J. Eow. Turrr 
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EEMMET JOYCE, ace dress de- 
signer at Saks-Fifth Avenue, told 
Allan Keller, World-Telegram staff 
writer, for his series on “Men Are 
Designing Too”: 





“The stylish women of today 
want to look chic. They say to 
themselves, and the designers in 
effect: ‘I want my clothes to. en- 
hance my personality, not alter it. 
After that is accomplished, if peo- 
ple want to notice my clothes for 
themselves, so much the better.’ It 
may be different abroad, but here 
she must be able to walk along 
Sixth Avenue or into the Waldorf 
and look well in both places. 

“And the fundamentals seldom 
change. Take colors, for instance. 
Black is always the safest, surest 
color, with navy blue in second 
place. Wine red is near the top. 
At the bottom are purple and yel- 
low. The two last colors do some- 
thing to a woman’s skin, making 
her old.” As for red and yellow 
together, he has never seen them 
handled with success. 


* aa * 


GEORGE HALDINSTEIN of Bal- 
ly and Haldinstein, Ltd., Norwich, 
England, in view of the serious 
situation in England, called a con- 
ference of his employees to en- 
courage enlistment in the Territorial 
Army. 

The idea was, as far as possible, 
to have men who have worked to- 
gether in civilian life be pals in 
army life. The firm decided to put 
the proposition to the unmarried 
men between the ages of 18 and 
25, as follows: 

They lose nothing financially 
while they are in camp. Their pay 
as citizen soldiers will be sup- 
plemented by the firm so that they 
will draw the same sum as if they 
were at work. They also rate their 
normal week’s holiday, in which 
the firm pays half wages and the 
other half comes out of the Holi- 
day Fund. Those who join up also 


get the preference in factory ad- 
vancement and during the slow pe- 
riods. 

Of the 1600 employees, some 112 
are between the ages of 18 and 25 
and already the majority have 
joined up. 

A MOTHER’S LAMENT 
(or THE SHOE DEALER’S JOY) 


They overflow her closet, 
Those shoes of every hue, 
From the fairy golden slippers 
To the gabardines of blue. 


There are shoes for heavy walking, 
And shoes for boudoir wear; 
Black shoes, and white shoes, 

And brown—at least, one pair. 


Hiking boots so sturdy, 

And riding boots waxed bright; 
Low-heeled shoes, and ones with heels 
That raise her to great height. 


I sigh and contemplate the lot 
A step—“Mom, are you there? 
“I’ve got to get a pair of shoes, 
“T’ve not a pair to wear!” 
Marcaret A. Bartverr. 


6° AM so absent-minded! Once | 
took a shower with my shoes on.” 
—Patsy Kelly (of the movies) 


**KNOCK ON WOOD.” Uncom- 
mon as wooden figures may be at 
the present time, in the years gone 
by they served as signs for the va- 
rious businesses in the city. One of 
the last of the wooden boots desig- 
nating the location of a cobbler 
hangs over the shoe repairing shop 
at 241 East 54th Street, New York 
City . . . according to the Federal 
Writers’ Project. 





~NOXQo a, 





“What comes after E, daddy?" 


"Uh? 


Double E, sonny.” 




















TEL-ADVISING YOU Q 
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On The Shoe Fashion Guild Show 


How Shoe Designers Are Using the New Turned-Up Toe Last 


to Achieve Open-Toe Comfort and Freedom in Closed Models for 


Autumn—Interesting Pattern Treatments in the New Guild Lines. 


AN designing shoes for early Fall, the Shoe Fashion 
Guild faced a problem bigger this year than ever be- 
fore—how to make the first Fall shoes look and feel 
cool and light enough to wear in August and, at the 
same time, give them a new look for a new season. The 
lines on display this year at the Biltmore in New York 
met this problem so successfully that we feel a new 
trend in shoe styles is on the way. 

The chief question has been one of comfort. The 
freedom of the open-toed shoe had to be achieved with 
a closed toe for, although every line shows a few open 
models, the trend is all to closed ones, even for early 
selling. The turned-up toe—call it what you will, Sul- 
tan, Turkish or bulldog—has been the answer. Every 
line has some of these and everyone seems agreed that 
they will give women the freedom and the comfort they 
have become accustomed to this Spring and Summer. 
Walled lasts—squared or rounded-—are also in every 
line and give added toe space. The very round toe is 
also provided for the greater comfort for the foot. One 
manufacturer has even created a semi-open back for 
Fall, made of narrow strips of leather which should 
please the woman who has been enjoying open-backed 
shoes. 

Many other ways of opening up the early Fall shoes 
have been adopted. New lattice treatments and lace 
inserts are the most usual. To make the shoe cooler 
an opening in the vamp a little way back from the 
turned-up toe is being used by several manufacturers. 
This treatment lightens up the appearance of the vamp 
very much and is very attractive. 





Apart from these new treatments, there are other 
trends worth noting. Trimmed pumps are everywhere 
and are very charming and new in detail. Spat pat- 
terns appear in most lines and it is here that elasticized 
materials have their greatest play. High-flared tongues. 
often combined with Colonial buckles, are also to be 
found here and there. Oxfords of all kinds, from low- 
heeled walking types with soft toes and mudguard o: 
moccasin trim to dainty high-heeled patterns, are 
everywhere. One manufacturer even shows a dress) 
ghillie oxford with brass hooks. The sabot strap con. 
tinues, together with other strap patterns. Straps are 
the least popular types, however. Some Dutch sil- 
houettes will carry on for Fall. They are noted more. 
however, as an influence, in the turned-up toe. A few 
lines showed boots, but no one stresses this silhouette. 

Heels are mostly plain. Some keg heels, a few 
fluted, a variation on the keg, and a number of square 
heels are the only departures from the classic types. In 
every line there is a “little girl” pump with very low 
heel, square toe and heel and tailored bow. Platform 
soles are negligible, although one manufacturer feels 
that they still have a very important place as a com. 
fort feature. We also saw them used as part of a 
trimming, with several rows of piping just above the 
sole. A new sole construction, part Delmac, part 
stitchdown, was used very successfully on a smart new 
peasant-type high walking and country shoe. 

As to material and color, the large percentage 0! 
early shoes are expected to be in black suede, although 
[TURN TO PAGE 4], PLEASE 



































Fashion Broadeast on Summer Footwear 


Off for a tour of the 
Avenue in a search for 
the latest fashion ideas 
for Spring and Summer. 
Left to right: Harry R. 
Terhune, Boot and Shoe 
Recorder Field Editor 
from Los Angeles, Elea- 
nor Rutledge, Recorder 
Associate Fashion Editor, 
and Amelia Umnitz, NBC 
Fashion Editor. 


A COMPLETE picture of Summer 
fashions for the smart young ca- 
reer woman, in and out of town, at 
her office and on her own back 
porch, from eleven in the morning 
to eleven at night—this is what the 
three of us set out to find a few 
weeks ago. The results of our 
search are shown here, worn by 
NBC artists in special photographs 
posed for the Recorper. Their 
opinions on correct fashions for 
mike, television and leisure hours 
give an interesting clue to 1939 
popular Summer fashions. 

Patricia Gilmore, a typical Irish 
beauty with dark hair and blue 
eyes, posed for us in one of the 
new evening culottes, worn with 
open-toed sandals which picked up 
the three colors of the costume, red, 
white and green. 

“How do you like this idea of 
culottes for evening?” asked Miss 
Amelia Umunitz, of New York, 
NBC’s Fashion Editor. 

“Very much. They are so cool 
and easy to wear and somehow be- 
long with informal Summer eve- 
nings. Just like my open-toed san- 
dals. They seem to strike just the 


right note. And look,”—with a 
quick gesture she began pulling off 
her jacket as she talked—‘my 
jacket is reversible, so I can match 
the red bodice or the green skirt, 
depending on which side I wear 
out. And my shoes are red, green 
and white to tie up with all the 
costume colors.” 

“Would you ever have a chance 
to wear such a costume for one of 
your broadcasts?” we asked, ad- 
miring the bright red and deep 
green against her fair Irish skin, 
untouched by make-up except for 
the deep red of the lipstick. 

“Not usually, I am afraid, unless 
I were dressed for a part in some 
television broadcast. I wish I could 
wear them, though. You see,” she 
added with a twinkle in her eyes, “I 
like clothes that are a little striking 
and unusual.” 

“With a little ‘oomph’?” sug- 
gested Harry Terhune, Recorper 
Field Editor, whose familiarity with 
movie folk and their ways and 
preferences gave him a professional 
slant on the subject. “But you have 
more than a studio audience to 

[TURN TO PAGE 36, PLEASE] 


A new idea in culottes 
to be worn for evening. 
Patricia Gilmore, NBC 
radio singer chooses a 
dark green with white 
polka dots and a con- 
trasting bodice in bright 
red. The jacket is re- 
versible to match the 
green or the red. Her 
open-toed sandals are 
red, white and green. 

















Window display of Wulff shoe collection in the company’s store. 


A 


WHEN Frank F. Wulff, owner of the Wulff Shoe Co., 
Colorado Springs, Colo., started collecting unusual 
shoes as a hobby a number of years ago, he had no 
commercial aims in mind. He didn’t know then that this 
hobby was destined to make him one of the best-known 
shoe merchants in the state. But, being a good business 
man, when the public began to take interest in his col- 
lection he was quick to see the opportunities for pub- 
licity which it offered and to capitalize on them. 

Collecting odd shoes is still a pleasant hobby with 
Frank Wulff—but none-the-less a very profitable one. 
In the last few years his collection, which is said to be 
the largest in the United States with the exception of 
the one belonging to the United Shoe Machinery Co., 
has been viewed by hundreds of thousands of people. 
On display at the local Chamber of Commerce, it was 
seen by more than 20,000 people at one time. Thousands 
of others saw it in an exhibit at the public library. It 
has been the subject of lectures by Mr. Wulff at prac- 
tically all the public schools. On one occasion, several 
adjoining school districts brought their pupils to Colo- 
rado Springs in special buses to attend a lecture on the 
collection by Mr. Wulff. 

The publicity which has come out of the collection 
couldn’t be without results. And it hasn’t been. Today, 
at an age when most men are ready to retire, Mr. Wulff 
has a new store—one of the finest in Colorado Springs 
—and a constantly growing following. A considerable 
measure of his success can doubtless be traced to the 
fame of his shoe collection; the rest to his sound ability 
as a shoe merchant. 

Yet the benefits have gone far beyond the individual 
realm. The Wulff collection has done wonders in mak- 
ing the people of Colorado Springs shoe-conscious. 
Thousands of people who in the past had never thought 


SHOE MAN WHOSE HOBBY 


of a shoe except as an apparel necessity or an article 
of personal adornment have found in these examples of 
footwear from all parts of the world a subject of fas- 
cinating interest—something that mirrors the customs 
of each race, its mode of living, its past history. 

Mr. Wulff started out by buying a small collection of 
odd shoes from different nations. But he wasn’t con- 
tent to stop there. Everywhere he went he searched for 
additions to that collection. Today it contains more 
than 200 pairs of footwear from more than 40 nations, 
plus practically all of the Indian tribes of the United 
States. 


WHERE has he managed to get all these shoes? “Oh! 
Just everywhere,” is the laughing reply. “I buy some 
of them at auction. Others I’ve picked up in second- 
hand stores. When friends travel in foreign countries, 
I have them pick up interesting specimens for me. 

“And then a lot of my best specimens have been 
brought to me. Word seems to get around about a 
hobby like this and before long you begin receiving 
additions to your collection from people you never 
heard of before. Once a man gets really interested in 
shoes, he doesn’t have any great difficulty finding them.” 

Another interesting thing about the Wulff collection 
is the careful identification of every pair in it. There’s 
a beautifully lettered tag which goes with each shoe 
when it’s on display. Then, Mr. Wulff has a personal 
file in which he keeps a card-indexed history of all his 
shoes. Every bit of available data regarding a shoe is 
recorded here—who owned it, when it was last worn, 
condition, interesting characteristics of construction and 
0 on. 

One of the most interesting pairs of shoes in the en- 
tire collection is a gold-brocaded cloth shoe worn by 
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Frank F. Wallf, Colorado Springs Retailer, Likes to 


Collect Them as Well as Sell Them, and Incidentally 


Derives Valuable Publicity for His Business through 


the Interest and Curiosity Created by His Collection 


Baby Doe Tabor, famous wife of Colorado’s fabulous 
Senator Tabor. They were picked up after Baby Doe’s 
pitiful death in the shack where she had guarded the 
old Matchless Mine for half a lifetime. Apparently the 


shoes had not been worn more than once or twice for 


IS SHOES 


they still bear the original $25 price mark, and are in 
perfect condition. 

Among the foreign shoes, one of the most remarkable 
pairs is a Russian girl’s boot of inlaid leather. The two 
shoes contain more than 100 perfectly matched pieces 
in three colors. The two sides of each shoe are per- 
fectly matched, as are the two shoes in the pair. Weeks, 
possibly months of work, must have gone into those 
boots. 

Shoes in the foreign collection reflect the life and 
living conditions of the nations from which they come— 
a Cliff Dweller’s shoe made from the leaves of the yucca 
plant; a Mexican sandal made from a century plant; 
a Hawaiian slipper of sea grass; tiny Chinese shoes 
worn by Oriental women in the days before binding of 
‘children’s feet was~prehibited by law; Turkish slippers 
of red leather; an Eskimo infant’s boot of walrus and 
seal skin; Japanese platform shoes with the platforms 

[TURN TO PAGE 47, PLEASE | 


Left; American shoes in the Wulff collec- 
tion. Center: A pair of 1938 model Dutch 
wooden shoes from the Wulff collection. 
Note the painted designs modeled 


by LUCIUS 8S. FLINT 


anh r 
MRS HAW TABOR BABY DO. -~ 
- 


Frank Wulff with a pair of shoes belonging 
to Baby Doe Tabor. They bear the original 
$25.00 price mark. 


American sports shoe styling. Right: 

Foreign shoes in the Wulff collection. 

Note also the pair of genuine inlaid Russian 
boots hanging in the foreground. 
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OUTLOOM 


Young Man Think Twice 


MIAY this be something in the form of a letter to any 
young man contemplating a vacation trip to New York 
to the World’s Fair and having also in mind getting 
a job in the big city days and living (night) life! 

Already we have had a number of young men come 
into our office in the Canyon of 39th Street, the middle 
of which (two blocks away from where we are) is nick- 
named “Cripple Creek” because of its many shoe stores 
serving in orthopedic and corrective footwear. It is 
most natural for shoe men to pay us a visit because we 
are in the Times Square region and a hearty welcome 
is given to one and all to do so. But when it comes to 
asking us to open doors leading to employment in the 
City of New York, we have a number of reservations as 
to the advisability of such a move and we think it well 
to state them here and now. 

Young man, if you have been selling shoes in a 
small town, somewhere in this broad America, think 
seriously before burning your bridges behind you and 
coming on to New York in the belief that “something 
will turn up.” May we give you the example of a young 
man who came into our office this week: 

He was a tall, clear-eyed, well-dressed youngster of 
22. He had thrown up his job in a small town, a 
thousand miles away. He had traveled by bus and en- 
joyed every minute of his journey. He had been in 
New York for a short time and the contrast between his 
former mode of life and the hustle and bustle, the night 
lights and all the froth had brought him to the point 
where he thought: “This is the life for me!” 

After a short conversation we found out that he had 
less than $100 left and was now gétting down to the 
serious problem of getting a job. He wasn’t entirely 
unattached because he showed us a picture of his girl 
back home. As education goes, he had graduated from 
high school and had shown, in the store in his town, 
that he had the makings of a good shoe fitter and was 
beginning to learn not only shoes but the experience 
which might eventually make him a manager or pro- 
prietor. His plan was to cut the line that tied him to 
his home life and to conquer the world in New York 
from a fitting stool up. 

We asked him about living conditions in his home 
town and he replied that he was making $18 a week 
and that he could rent a presentable little house for 
$16 a month and that he could set up housekeeping with 
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some of the things he and she might get from the folks; 
and that he could walk to work, go home for lunch, etc. 

Then we tried to explain to him living conditions in 
a big city. We told him that three rooms would cost 
him about $42.00 in the city. There would be at least 
a ten-cent fare daily. The most modest lunch that he 
could eat would be about 25c. The payments on furni- 
ture would be at least $10 a month and if he would 
just add up these little simple items before he con- 
sidered what to eat and what to wear and what to put 
aside for sickness or a rainy day (and even if he did 
get a job at $16 a week) where would he be six months 
hence when the glamor had worn off and the period of 
tired eyes, tired feet and tired mind had caught up 
with him. 

Remember, as he sat in our office, he didn’t have a 
job and I didn’t have any jobs in mind for him—be- 
cause city shoe selling is pretty well overloaded with 
regular men pounding the pavements between employ- 
ment periods, and extra men who work in stores when 
there are special sales, etc. 

Not that there isn’t opportunity for employment, 
somewhere, sometime—but how to connect the man and 
the job, particularly when the man is a complete 
stranger to the city technique. That’s the rub! 

On top of that a number of stores are unionizing and 
you know what that means to the itinerant shoe sales- 
man—for the union set-up is not conducive to free 
employment. 

But as a test case we gave him a number of cards, to 
a number of stores, to let him walk it out for himself. 
Four days later he returned, with an entirely different 
opinion as to big city employment. He had talked to 
clerks and discovered that in one case four married 
couples were occupying four bedrooms and a com- 
munity kitchen and living room . . . and that wasn’t 
such a hot idea after he had visited the apartment. 

He had quite enough of the city, by this time and 
was eager to take our suggestion to wire back to his 
old boss a plea for reinstatement. When he got the 
reply, he said: “I’m a pretty lucky guy at that.” 
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FOOT REST 


SHOE 


Every Foot Rest is Cincinnati Made 


FOR 69 YEARS... Without any interruption, we have made honest shoes. 
QUALITY ... Now as always before, Quality with us is a religion. 
HIGH STYLES... All in the trend. There's a Foot Rest for every woman. 
FOUR-SPOT COMFORT... Amazing features insure profitable repeat sales. 
ALL STYLES $3.90... Both flexible Littheways and Goodyear wells. 
IN STOCK ... Choice of our seventy best sellers. Write for catalogue. 


ADVERTISING ... Every season in six national women’s magazines: 
Vogue ... Good Housekeeping ... The Ladies’ Home Journal... McCall's, 
The American Journal of Nursing... The Instructor (teacher's magazine) 


SEE FALL LINE... Wait for salesmen now in the territory. Or write us! 


THE KRIPPENDORF-DITTMANN CO. 


CINCINNATI, OHIO 
All Styles $6.50 Retail 


Denver West $6.85 














CINCINNATI 














PIONEER 


(juarantee Shoe Company, One of Birming- 
ham’s Oldest Stores, Located on the Same Site 
for More than 30 Years, Moves to New and 


Modern Home on One of City’s Busiest Streets 


The entire front of the new store is of 
white Georgia marble with the store name 
shown in extruding letters of stainless steel. 


@VER 30 years ago the Guarantee Shoe Company, 
now owned by Joe Goldstein and Sol Sugarman, was 
founded in Birmingham, Ala. Featuring from the first, 
popular appeal shoes in a wide range of price and 
style, this store jumped into a popularity that has been 
steadily maintained while other Birmingham stores 
have come and gone during wartime and depression, 
showing a fine family trade against all odds and com- 
petition. 

Though the Guarantee Shoe Store was remodeled 
several times during these years, until January of this 
year the store occupied the same site and building. In 
January a move was made from the old store of two 
floors that was beginning to be more and more behind 
in modern appeal to a handsome street floor store, 
26 by 140 feet, that is said to have more shoe space 
than any one-floor store of its footage in the country. 

The most remarkable feature of the new store is its 


STORE IN 
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Practically the entire wall 
Space in the Guarantee 
Shoe Co. store is devoted 
to stock shelves in keeping 
with the store’s policy of 
stocking “anything and 
everything in the way of 
shoes for all ages.” 


MODERN HOME 


front. This front is genuine white Georgia marble from 
the sidewalk to the middle of the second story, with 
white brick finishing out to the roof. The display win- 
dows, which extend deep into the front of the store 
on either side of the entrance, are of the latest design, 
made with curved lines and no angles, with trimmings 
of stainless steel. Twenty 500-watt ceiling lights make 
each window a blaze of light, without any glare. 

Floors in the interior are of quarter-sawed oak, partly 
covered with carpet, and with an entrance design in 
linoleum at the very front of the store. The chairs are 
of leatherette, with some of wicker, all in green and 
gold. Women’s and children’s shoes occupy the front 
of the store with men’s in the rear. 

There will be no change of policy in the new store 
except that the “chicken” styles will be played up more. 
with more effort put toward youth trade, while the 

[TURN TO PAGE 54, PLEASE | 
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New 
Self-Contained Frigidaire 
Unit Air Conditioner 


Frigidaire Air Conditioning Division 
General Motors Sales Corporation 
Dayton, Ohio— BSR-5 
O Please send a representative. 
0 Please send complete information about 
Frigidaire Unit Air Conditioners. 


Name 


AIR CONDITIONING EQUIPMENT Astros 


Made Only by General Motors 
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Match Folder Advertising 


The match folder is a form of adver- 
tising that is economical, effective and 
has a wide range of distribution. 

Cliff Waltz, manager of the shoe 
department in the Schwartz and Grodin 
store in Oakland, California, advertises 
his department by distributing a match 
folder with his picture on one side and 
a picture of one of the latest models in 
men’s shoes on the other. 

. * * 


“Mermaid Mesh . . . Coolest bit of 
chick yet devised .. . Wicker-like mesh 
combines to lift familiar black patent 
to new beauty.” 

(Himelhock’s, Detroit} 


—O.P.1.— 


Extra Sales 


A dividend on extra pairs purchased 
is given by the E. Scheyer & Son Shoe 
Store, 1608 Broadway, New York 
City. 

There is a sign in the window with 
a dollar bill pasted on it. With every 
purchase of two or more pairs of 
$7.50 or higher shoes, Scheyer’s gives 
a dollar rebate on each pair of shoes 
purchased after the first. Extra sales 
from economy-wise customers pur- 
chasing for the future. 

* * * 


“Designed to give the foot an illusion 
of smaliness.” 
(Arlace, Boston) 
“Thoroughbred walking shoes! In 
them you'll sight-see to your heart's 
content—with no aching feet to mar 
your fun, for their ‘foot-print in leather’ 
feature, buoys and supports your feet 
in smart comfort.” 


(Hudson’s, Detroit 


BS 
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by JOHN F. W. ANDERSON 


Aids to the Golfer 


The golfing season is in full swing, 
and duffers and pros are conscien- 
ciously buying proper shoes, clubs and 
equipment. 

As an aid to the golfer—and to bring 
prospective customers into the store— 
the John Ward stores are giving away 
a golfing chart designed by Alex Mor- 
rison, noted instructor, to improve your 
stance and lower your score. 


SOFT CONSTRUCTION 
IN SHOES for MEN 


The Prench have proverb that ifreety transiaced) reads 
“We is necessary to suffer if one wishes to look smart”. 
We disagree, for we hhe our customers to be always 
comfortable as wel! 1s shways right and we have found 
that the more we perfect our men's shoes, the blew 
we rely upon the sil reintorcement, formerly con-ed- 
ered an induspenssbdi- part of good looking footwear 
Our stylish new shor, the TIPLESS OXFORD, is of 
SOFT CONSTRUCTION throughout It is made 
from soft Tan Norwegian Calf and is lined with 
light perforated Kid Shin. +UxTH FLOOR 








The men go “softie” 


Contacting the Tourist Trade 


A remarkable out-of-town business 
has been developed by the Vorhes 
Shoe Co, Colorado Springs retailers, 
by keeping a size and style preference 
record covering all non-resident cus- 
tomers and following them up twice 
a year with timely mailings. 

Like many similar cities, Colorado 
Springs serves as host to thousands of 
tourists every summer. These tourists 
come from all parts of the United 
States—some to stay a week, some to 
stay all Summer. While there they 
naturally buy a certain number cf 
shoes and if well satisfied, they return 
again to buy. 

The Vorhes Shoe Co. gets its share 
of this business and capitalizes on 
these Summer contacts to develop a 
very profitable year-round business 
which reaches to nearly every corner 
of the United States. 

The first step in getting this trade 
was to develop a very complete size 
and style record system. Not only size 
but also a complete description of 
every pair of shoes ever bought by 
the customer is recorded. With this 
data the store is able to fill intelli- 
gently almost any order that might 
be received. 

Customers are advised of this fact 
at the time the sale is made and are 
reminded of it by attractive folders 
sent out twice a year. Here is an 
example of the type of copy used: 

“Once more, as the new season ad 
vances, this long established institu 
tion ‘picks up’ the latest flashes of 
smart styling from the authentic and 
accepted centers of women’s sho« 
fashioning. Once more we send you a 
personal invitation to see some of thes: 











BOOT ann SHOE RECORDER, May 13, 1939 











BEST IDEA OF THE WEEK 


“Just Like Dad’s” 
(Boys’ Dept., Famous-Barr Co., St. Louis) 


O. P. Ideator—“That’s an interesting display you 
have over there of small size antique shoes. I didn’t 
know that you did such a good business in men with 
tiny feet?” 

Manager W. B. Jackson—“I thought that would stump 
you. No, those aren’t for men with tiny feet. They're 
shoes for little men with big ideas. It’s just another 
step in our theme of ‘Just Like Dad’s.’ As you know 
the boys’ shoe department is one that has to have special 
push and alert inducements to influence the juvenile 
shoe wearer.” 


O. P. Ideator—“Boy, what will you buyers think up 
next. Here you put an antique finish on men’s shoes 
and in no time at all you have them on the boys’ shoes. 
How long has this been going on?” 


Mr. Jackson—“Just since January, when we had our 
boys’ shoe manufacturer make up two brown shoes with 
an antique finish and one in a brown and white with 
antique on the brown. As we move into summer the 
sport antique will no doubt be a fast mover.” 


O. P. Ideator—“The young fellows have little else to 
look for, it appears.” 


Mr. Jackson—“Just one or two more things will round 
this out as a perfect boy’s shoe. For one thing boys like 


shoes with the larger punchings and they also like ex- 
tension soles.” 


O. P. Ideator—“Y our appeal of being ‘Just Like Dad’ 
certainly has a universal application and I can see where 
it should apply very well in the shoe business. Is it an 
effective selling point?” 


Mr. Jackson—“Yes, for every boy likes to be dressed 
like his father. As for example, look how they look 
forward to their first pair of long pants. Now, even be- 
fore their first long pants stage, they can be dressed in 
shoes that are distinctly like Dad’s.” 


O. P. Ideator—“Have you noticed any eagerness on 
the part of the young boys to purchase these antiques 
in excess of the regular line of shoes?” 


Mr. Jackson—“No, not in any great volume. Other 
shoes are still popular and outdraw the antiques. But 
these shoes are an example of sound merchandising 
which will point the way to larger volume in those ‘plus’ 
sales in extra shoes.” 


O. P. Ideator—“You really think, then, that these 
antique finish shoes open the way to extra sales when a 
boy comes in to buy a pair of regular knockabouts?” 


Mr. Jackson—“Right!” 





outstanding shoe creations. . . We 


Shoes for the Job 


The Delicate Approach 





have, you'll recall, a complete record 
of your size . . . and a penchant for 
remembering the type of shoes you 
like ... and... we'll be glad to send 
you a few pairs on approval if you 
will request us to do so.” The ap- 
proval offer is also made on hosiery. 

Every folder also contains an invi- 
tation to come back to Colorado 
Springs for the Summer. Under every 
invitation appears the personal signa- 
ture of whatever salesman handled 


the customer. 
* * a 


“Cats & Dogs” 


When you take a flyer in hot styles, 
and your prophesizing isn’t received 
with open arms by your customers, it’s 
best to clear your shelves of the white 
elephants as soon as possible. 

A 7th Avenue, New York, store filled 
its window with these dead soldiers; 
put the following effective sign on 
them, and the customers began crowd- 
ing the threshold again. 

“When we bought the items in this 
window, they looked good to us, but— 
you didn’t buy them, so we're stuck. 
To get rid of them, you may have them 
at less than % their original selling 
price. If you still don’t wan't them 
they will be reduced still further every 
5 days until they’re gone.” 


Seven thousand copies of the Na- 
tional Safety Council poster (shown 
below in reduced size) have been 
placed on factory bulletin boards and 
in shoe retailers’ windows throughout 
the country. 

By posters like this, by requiring 
workmen on hazardous jobs to wear 
safety toe shoes, by experience and 
education, workmen are buying hard- 
toed shoes in increasing numbers- 
shoes suited for the job in hand. 











In collecting accounts from custom. 
ers who are long overdue an extremely 
tactful letter is a necessity. 

A blunt letter builds ill-will, and 
usually does not bring in the money. 

A well written letter works on the 
conscience of the tardy customer, often 
collects the money, and may bring the 
customer in for some new shoes (we 
hope). Here is an example of the deli- 
cate approach to the debtor who has 
overlooked a small bill: 

“Our accounting department dove+ 
solemnly affirm and assert that you 
owe us $10.00. 

“We hate to get excited about $10.00. 
We also dislike the usual ‘collection 
letter’ which bursts into tears in the 
first paragraph and yells for the law 
in the second. 

“Trouble is though, that you and 999 
other customers all holding out $10.00 
leave us $10,000 in the hole—and we 
have plenty of bills to pay. It’s this 
problem in elementary arithmetic that 
shakes our faith in humanity. So 
(to quote from an esteemed contem- 
porary) won't you ‘obey that impulse’ 
and send us your check for $10.00." 

(Idea from our contemporary 
Printers’ Ink) 





[32] 
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Sees Growing Market For 














MELVILLE KAUFMANN 


SHOE manufacturers who have had extensive retail 
experience are the exception rather than the rule. And 
a manufacturing executive with 15 years’ experience 
as a buyer is not only an exception but a rarity. It goes 
without saying that a man with that kind of a back- 
ground is pretty certain to approach the problems of 
manufacturing from quite a different angle than that 
of the manufacturer with little or no practical retail 
experience. Moreover, his knowledge of retailing gives 
him a tremendous advantage in seeing opportunities for 
the development of new styles and new ideas. 

A striking example of this is to be found in the ex- 
perience of Melville Kaufmann, of Los Angeles, who, 
after 15 years as a buyer of all the men’s slippers and 
casual types of footwear in the Grant Avenue store of 
Sommer & Kaufmann, severed his connection last Sum- 
mer to become vice-president in charge of sales for 
Joyce, Inc., well-known makers of Cool-ees, and who 
is now resigning that position to be head of California 
Casuals, Inc., and devote all of his attention to the 
men’s phase of the playshoe and slipper business, 
located at 224 East 11th Street, in downtown Los 
Angeles. 

This latest change is the result of what Mr. Kaufmann 
helieves to be an insistent demand from all over America 
for a line of colorful, lightweight men’s playshoes and 
leisure footwear for sport as well as house use. And it 
is precisely at this point that his retail experience enters 
into the picture, for as a men’s shoe buyer he has ob- 





Men’s Casual Shoes 


And Se, Meivilie Kaufmann, of Los 
Angeles, Brings His Exceptional Expe- 
rience as a Retail Merchant and Buyer 
into Play to Make Available New Types 
of Lightweight Footwear ta Meet 


the Demands of Today and Tomorrow 


served this trend in the making, with the increasing 
interest in sport and outdoor pursuits which has been 
such a noticeable development in contemporary Ameri- 
can life. Along with this outdoor interest came the de- 
mand for casual clothes and for casual shoes to wear 
with them. 

“Seasons don’t mean what they used to,” said Mr. 
Kaufmann a few days ago in discussing his new enter- 
prise, “because the American public has become definite- 
ly sports conscious, and coming out of California which 
is the inspiration for most of the new ideas in sports- 
wear, these California-made men’s footwear casuals are 
definitely fitting into a niche in the men’s apparel pic- 
ture which has too long been left unfilled. 

“Men will wear lighter weight, more comfortable, 
and more colorful shoes 12 months in the year and 
when the weather conditions will not permit them to be 
worn for the outdoor leisure hours, they can wear them 
at home and take off their heavy shoes and put on the 
kind of footwear that will not fall into the classification 
of the old-fashioned, homely, uninteresting-looking 
house slipper of yesterday. When they want to put on 
a house slipper and don’t want to put on ‘leisure shoes,’ 
there will be fireside or radio slippers which will com- 
plement exactly the present interest in men’s brocaded 
satin and velvet housecoats, lounging pajamas, and 
house robes and every new thought for lounging use. 

“We want men to change their footwear when they 
reach home at night after a busy day at the office; such 
footwear to be lighter, more flexible, and more colorful 
than anything which has heretofore been created. We 
want men to have footwear to wear during their leisure 
hours, furthermore, which will keep the forward tempo 
in men’s attire as exemplified by California slacks, 
sports shirts and sports coats carried out in the foot- 
wear they will wear from now on. 

“So we are really going to give the modern American 
male a chance to change his footwear. Shoes for active 
sports, for vacation days, for when he is through with 
his working hours, his Sundays, and his hours after 
six or seven.” 
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ANCIENT 
EGYPT 


LOVES ITS 
LEATHER / 


WMO NGAO  _ ASIIEPA NON RO Nao 


Early in the career of mankind it was seen, that if progress was to 
be made, the feet must be well protected. Who were first to wear shoes? 
H doesn’t tell. There is ample proof that over 3000 years ago the 

tanned leather, knew its superiority and used it freely. Our 
picture shows a native craftsman at work on shoes in the streets of 
Cairo. No composite substitute for leather has yet done leather’s job. 
Thus the leather shoe has become the universally preferred ally to 
man. And no sole leather has yet been tanned which excels 


KISTLER “BENCH BRAND” SOLE LEATHER 


If you went through our tannery and saw all we do and how we do 

to uce sole leather with the outstanding characteristics of this 

you would say we were justified in making such broad claims 

for quality. Our tanning process is not a third-speed-or-overdrive 

process. We take time to build up the leather substance. That 

strengthens its fibre and seals it against breaking down in service. 

Because of its finer grain—appealing appearance—greater comfort— 

definite moisture resistance—serviceability—you have in Kistler 

BENCH BRAND Sole Leather a product for men’s shoes that you can 
turn to profitable account daily. 


BRAND” 
SOLES COME FROM 
PART COVERED BY 
OUR TRADE MARK. 
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———— WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN. 1012 NORTH THIRD STREET, MILWAUKEE, WISCONSIN ———————— 






































Shoes are,.SAw of 


on MOHAWh 


Like the swatch of velvet under the jeweler's 







diamonds, Mohawk carpets display your smart 





shoes against a background woven to sell— 
STYLE! Naturally, beautiful shoes “show 
off” to sales advantage on rich, colorful Mo- 








hawks. And just as logically, testing feet re- 





spond to the soft, buoyant feel of these deep 





pile Mohawks. Mohawks are woven to fit shoe 





store traffic; with the color, texture, design 





and price appropriate to your store. Mohawk 
has a profit story on carpeting or recarpeting 
for you. Write Mohawk for it. 






CARPET 
NEW 





MOHAWK 
AMSTERDAM, 


HAWK 
as 


STYLES 






AGAIN WE SAY 


M 


STAGE YOUR SMARTEST 
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Tanners’ Council Chairman 
Stresses Profit Need 


Write Sutpnur Sprincs, W. Va.—“The Need for 
Profits” was the subject of an address by Harold Con- 
nett, Chairman of the Board of the Tanners Council of 
America, at the Spring meeting of the Council here 
this week. 

“There seems to have grown up recently,” said Mr. 
Connett, “an impression which is not only erroneous 
but dangerous. It is the opinion, half expressed and 
half implied, that profits are not quite respectable. | 
have even heard the remark that it is not tactful to 
show a good statement. Customers might be irked, 
labor resentful, or we might offend the public by the 
evidence of the spirit of enterprise and business health. 
This may sound far-fetched, but if you stop to think 
about it, you may find some quite interesting evidence 
in your own experience and contacts. 

“Such opinions about business profits are nonsensi- 
cal. No business enterprise can be self-respecting if it 
does not aspire to earn reasonable profits. In our in- 
dustry we have got a pretty respectable—or rather | 
should say unrespectable—tradition of hard luck, a 
tradition of meager profits and big losses. There are 
many reasons that might be cited for the relatively 
poor returns in this business as compared with others 
closely associated. From my personal experience | 
have learned that each of us is prone to select some 
particular aspect and concentrate on that almost to the 
exclusion of all others. One will feel that the fault 
lies almost entirely with merchandising, another with 
the price of raw material, another with production 
costs, and so on, ad infinitum. Some, realizing all of 
these problems, and finding in their minds no answer, 
blame all of their troubles on President Roosevelt and 
the Administration in Washington. 

“Such a frame of mind may satisfy our souls, but 
it does not help to get us what we really need—A 
PROFIT. Rather must we put the blame squarely 
where it belongs—on our own shoulders. At times we 
are apt to feel that it is the fault of our customers. 
We say they drive a hard bargain by buying leathe: 
at less than it is worth and thereby forcing us to take 
a loss. Well, in the vernacular, ‘So What?’ 

“Quite on the contrary, we should have the greatest 
respect for our customers who, while observing the 
rules of fair trade relations, try to buy leather at less 
than we think it is worth. That is exactly what they are 
supposed to do. It is for tanners to remember thal 
this or any other industry cannot endure unless prices 
are based on costs. There is no sleight of hand, no 
extraordinary formula about a successful business. Al! 
the rules of management can be boiled down to one 
pithy phrase—‘To make a profit, add a profit.’ That 
holds true for every group and every tanner in this 
industry. 

“While there is no formula, I do believe that if each 
[TURN TO PAGE 38, PLEASE | 
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THE ORIGINAL —e 


THE GENUINE =|. stated 
THE PERFECTED 


HAND-WOVEN HUARACHES 


Made in Cincinnati 
HAVING pioneered hand-woven types made in the 


U. S. A. and after three successful seasons, we pre- 
sent these original, genuine, and perfected Huaraches as 
the outstanding values in the industry today. Woven in 
only the genuine suntan leather and made over specially 
designed lasts, they offer dealers who demand quality a 
real profit opportunity in the popular price field. Rush 
your order today. 


( ™ a) T 0 C K MIU 


AA K All Goodyear Stitched Leather Soles 














W and M widths on all shoes—Sizes 3 to 8 


$2.00 


OxFORO 
Le CUBAN ween 


aN ~ vi ~ No. 270—All Natural 
Doe ) ERS 
sTRap ~ Satis } : Se 0. e an 
1 CUBAN wee ee Me“OXFORD No. 274—All Natural—8/8 Heel 
2 ss Sates = He CUBAN HEEL No. 275—All White—8/8 Heel 
» 2 —AN Rate No. 355—All Natural 
| S66 AN White No. 356—Natural and Tan Men’s Woven 
No. 357—All White 
No. 358—White and Tan Oxford 
$3.50 





4 990 
2 —All Natu- 
A ral — Crepe 
Sh a Sole. 
N No. 991—Natural and Tan—Crepe Sole 
‘% PUMP ore No. 992—All White—Crepe Sole 
CUBAN WHEEL STRAP i No. 993—White and Tan—Crepe Sole 
=_ Natural — Leather Sole, 


‘ 352—All White No. 260—All Natural Rubber Heels 
. 351—White and Tan No. 261—Al! White No. 995—All White—Leather Sole, Rub- 


Made under U. S. Patent No. 1663319 


THE LONGINI SHOE MFG. CO. 


1401-1409 CENTRAL PARKWAY. CINCINNATI, OHIO 

















[36] 
Fashion Broadcast on Spring Footwear 


[CONTINUED FROM PAGE 19] 


dress for now, haven’t you? Television 
must make a difference to you in plan- 
ning what you will wear in the studios, 
doesn’t it?” 

“Well, that isn’t my problem yet, but 
I hope it will be before too long. Now 
if you will excuse me I must turn the 
mike over to someone else. I am due 
at a rehearsal. It’s been so nice to 
meet you all and I hope we shall meet 
again soon. Perhaps you'll come to one 
of my broadcasts?” 

“What a charming girl!” I exclaimed. 
“And how young she is to have her 
own program.” 

“Yes, she is,” agreed Miss Umnitz. 
“But she deserves it. She has a lovely 
voice and works hard. Now whom can 
we get to answer Mr. Terhune’s ques- 
tion about television? How about 
Hancey Castle? She has just finished 
posing in a charming evening gown 
and she is in a very interesting pro- 
gram—the ‘ABC of NBC’—which an- 
swers questions about all the depart- 
ments in NBC, including television.” 

“That’s a good idea,” said Harry. 
“What is her part in the program? I 
have listened to it, but don’t seem to 
remember any glamour gir! in it.” 

“Qh, she’s not a glamour girl,” Miss 
Umnitz laughed. “She’s the naive ques- 
tioner who asks all the questions such 
as you or Miss Rutledge or any out- 
sider would be likely to ask about 
radio.” 

“Just the dumb gal of the show. Is 
that it?” I asked. “Look, this must be 
she now. Shall we stop her and see if 
she can answer a few questions as well 
as ask them?” 

Hancey Castle, NBC actress, is the 
daughter of an army officer. She has 
lived all over the world and has known 
all kinds of people. She was quite ready 
to talk. 

“Will television make much change 
in the way I dress? Well, of course, 
we shall have to dress absolutely in 
character when we have a seeing audi- 
ence. I guess Miss Umnitz knows more 
about that than I do. She is giving 
advice and help right now to the ac- 
tresses who are already in television. 
Actually, you know, we very often 
dress in character because we have 
studio audiences and, anyway, it helps 
us to act much more convincingly 
when we know that we look the part.” 

“Forgive me for interrupting a mo- 
ment, Miss Castle,” said Harry Ter- 
hune, “but I just must say something 
about your shoes. They are white 
piqué, aren’t they? Just the right cool 
Summer touch with your white chiffon 
and embroidered net dress.” 

“Yes, I’m crazy about them. And 
won’t they be perfect with a cotton or 
gingham evening dress later in the 
season?” 

“Don’t you think they are a real 
solution for a Summer evening shoe?” 
asked Miss Umnite. “It is so -hard 





sometimes to get a sandal that is not 
too dressy and formal for a Summer 
evening dress, especially a filmy white 
one.” 

“Didn’t we photograph some day- 
time costumes, too, Miss Umnitz?” I 
asked. “If we don’t bring them into 
this story people will begin to think 
that NBC is just a glorified night 
club.” 

“Of course, we did, several of them, 
and some sport, spectator and play 
shoes, as well. Here is Helen Carroll 
right now in a lovely cool uncrushable 
linen dress which we thought would be 
suitable for both town and country, 
don’t you remember?” 

Helen Carroll, brown-haired and 
blue-eyed, was very enthusiastic over 
her costume. 

“T’d like to wear it in my next broad- 
cast. It’s so smart, cool and com- 
fortable,” she said. “I think the ‘Merry 
Macs’ would enjoy seeing it on our pro- 
gram, too. It really does make a lot of 
difference how one dresses for a pro- 
gram, even though no one may see you 
except the other artists.” 

“How do you like your platform- 
soled shoes, Miss Carroll?” I asked in 
my usual dogged pursuit of that sub- 
ject. 

“I love them. They seem to give so 
much more protection to the soles of 
the feet and we do have to stand a 
lot, you know. I like the color, too, 
white with the tan trim and platform 
to pick up the Burnt Toast color of my 
hat and to go with many other Sum- 
mer colors. And I like the heel height, 
too.” 

“Thank you, Miss Carroll, you are a 
real judge of shoes as well as style,” 
said Miss Umnitz. “We shall ask your 
advice another time. Now I am afraid 
we must all be on our way. Mr. Ter- 
hune is off to California. I know Miss 
Rutledge must tap this interview out 
on her typewriter as fast as possible. 
And I must get over to Flushing to 
make some arrangements for our tele- 
vision program at the World’s Fair.” 


Shoe Windows 
[CONTINUED FROM PAGE 23] 


against the wall of World’s Fair blue 
served as background for the white 
trylon and perisphere. “For greater 
walking comfort at the Fair,” read the 
sign, “you'll need a pair of our famous 
Walking Shoes,” and shoes of the com- 
fort type were displayed at various 
levels against the Fair symbols. 

A. 8. Beck’s window was both amus- 
ing and timely. Against a painted 
landscape (of a very realistic roadside) 
stood a car, gaily decorated in various 
colors. Shoes were displayed on the 
running board and mudguard, while a 
mannequin, clad in a suitable Summer 
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traveling costume sat comfortably on 
the hood. Another stood beside the car. 
A signpost gave directions to various 
cities, and road signs on the grass 
quipped merrily about the suitability 
of A. S. Beck shoes for every occasion. 
A winding road painted on the back- 
ground led, ultimately, to the New York 
World’s Fair, identifiable in the dis- 
tance by the white trylon and peri- 
sphere. This window, inexpensive to 
install and extremely effective, com- 
bined lightness of touch with genuine 
customer interest. It linked up in the 
mind of the beholder the World’s Fair 
with the vacation theme, and subtly 
stressed the appropriateness of Beck 
shoes for these occasions. 

Wise used an original set-up to carry 
their sales message. Three huge, color- 
ful globes, opened to view, were placed 
next to trylons in matching shades. 
Shoes were shown on shelves inside the 
spheres, and each group carried an ap- 
propriate label. “Dawn of a New Wise 
Shoe” was the first written on a blue 
and orange banner above the sphere, 
which itself was Liberty blue. Shoes, 
hat and bag were shown in this shade, 
with harmonizing hose. “Smarter, bet- 
ter than ever—Yankee Earth” said the 
second, with the trylon and perisphere 
in this shade, and shoes, bag and hat 
matching. Lime green flowers and ac- 
cessories were shown here as a sug- 
gested color relief. “Vina Rosa” read 
the third, carrying out the same idea. 
The other window made use of three 
sloping white discs topped by the peri- 
sphere and trylon. Shoes and bags 
were shown on the discs. This window 
also showed shoes in World’s Fair 
colors, blending a toned-down version 
of the official blue and orange in vari- 
ous styles. 

Andrew Geller used colorful banners 
over the door in official Fair colors. 
Replicas of several of the Fair build- 
ings were placed on the walls, and a 
small curved runway was used to show 
the shoes. Trylon and perisphere stands 
added a co-ordinating touch. 

It is evident from these windows that 
shoe retailers are making the most of 
this opportunity for concentrated pro- 
motion, and are using customer amuse- 
ment as an appeal to make effective 
their sales messages. The season is 
especially auspicious for this type of 
sales push, for many customers are in 
a particularly receptive frame of mind 
regarding the subject of vacations. The 
use of the amusement theme is particu- 
larly well planned, for vacation is play 
time and play time calls for shoes of 
many descriptions. 


Tash to Open Own Business 


Sr. Louis, Mo.—Harris Tash, for the 
past nine years one of the merchandis- 
ing managers of the Wohl Shoe Com- 
pany, resigned his position recently. 
Mr. Tash announces that he is planning 
to establish his own business in the 
retail shoe field, operating a group of 
leased departments. 
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IN-STOCK SERVICE 
BY 


What you 
want-when 
you want it 


The past Easter season is so 
fresh in your minds that I am 
taking this means of remind- 
ing you of a basic Naturalizer 
policy in terms of an experience 
which you may have had. 
You may recall that Natu- 
ralizer was one of the few 
manufacturers having Patent 
Leathers and Elasticized Spat 
patterns available at that time. 
There were plenty of gabar- 
dines and tan calf shoes, but 


(37) 


few guessed right on Patents. 

If this was merely a happen- 
stance we wouldn’t be talking 
about it here, but similar situ- 
ations have occurred so many 
times that we remind you 
again of our complete in-stock 
service, plus the fact that we 
try to be on our toes from a 
style standpoint. Our record of 


PATENTS 
FOR 
EASTER 


accomplishment has recently 
led to our adding some very 
important accounts. 

We would like to talk with 
you about your fall needs. 


a 


BivueE Rippon SHOEMAKERS 
12th St. at Russell Blvd., St. Louis, Mo. 








ANOTHER NATURALIZER 


THAT MADE SHOE HISTORY 


Season after season Naturalizer has an 
unusually hot number. This past sea- 
son it has been the Lancaster. We have 
some unusually interesting styles for fall 
which we believe you will want to see. 































is the keynote 
NPS of the 


20'° ANNUAL 


BOSTON 
SHOE FAIR 


JUNE 5-6-7-8 


A strictly business-like show where 
shoemen can concentrate on the prob- 
lems of price, pattern and_ policy 
without distraction . . . examine and 
compare the greatest number of lines 
ever assembled at a summer show. 

COME—-golf on opening day as a guest 
of the Boston Boot and Shoe Club. 

COME .... plan and buy your Fall and 
Winter footwear . . . enjoy a real 
New England vacation . . . see the 
World’s Fair on your return trip. 






We urge that you 
make your Sleep- 
ing room reserva- 
tions now. 


NEW ENGLAND 
SHOE and LEATHER 


ASSOCIATION 


210 LINCOLN ST. 
BOSTON MASS. 





4 
* 
HOTEL 


STATLER 
AND 


PARKER HOUSE 
iv 
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Stresses Profit Need 
[ CONTINUED FROM PAGE 34] 


one of us keeps thinking all the time in terms of our 
individual profit, the goal will be reached automatically. 

“I do not intend here to touch on the many phases 
of our business that tend to produce a profit or a 
loss, but I do say emphatically that the dividing line 
between a profit and a loss is small enough to indicate 
that there is nothing basically wrong. In medical 
jargon the disease is functional and not organic. If you 
will look back I think you will agree with me that, 
irrespective of inventory profits and losses, a figure of 
Yc. per foot or per pound in our selling prices is suffi- 
cient to turn our profit and loss accounts from black 
to red and vice versa. Just 4c. more and we earn a 
profit, 4c. less and we make a loss! This seems a 
pretty small amount and we must ask ourselves ‘Is it 
likely to appreciably affect the volume of leather sales?” 
Personally, I believe that if the whole industry aver- 
aged in price this 4c. more, it would have no effect 
whatsoever on the volume of leather consumed. 

“Irrespective of the correctness of this assumption, we 
should also examine this Yc. from another angle and 
ask ourselves whether we can get it out of our costs. 
The thought that first springs to mind, is yes, I will 
produce more and reduce my costs that way. Most, if 
not all of us, have tried this out at one time or an- 
other and in the majority of cases it has not only 
failed to work but in point of fact has been disastrous. 
The decrease in cost has been more than eaten up in 
the resultant drop in price of leather. 

“I am convinced that this is not the answer and 
that we must look elsewhere. You are all familiar with 
the usual methods of reducing costs and I do not pro- 
pose to mention them. There is, however, one fertile 
field that might be more fully explored. I refer to 
the so-called Technological Improvement. While most 
labor leaders prefer to call it ‘technological displace- 
ment,’ they are practically all reconciled to it and the 
more farsighted among them welcome it because they 
realize that failure to adopt technological improvement 
by an industry, or individual within an industry, ulti- 
mately results in more severe labor displacement by 
reason of reduced production by the industry as a 
whole or the permanent shutting up of shop by the 
individual. Improvement in plant lay-out, giving great. 
er encouragement to the producers of labor-saving ma- 
chinery and devices is something to which we should 
all give a great deal of serious thought. 

“ “Where there is a will, there is a way’ and while | 
cannot hope to be helpful in even pointing a way, if 
my few remarks instill just a little more ‘will,’ I shall 
feel that I have not wasted your time and mine in vain.” 
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( hampions 


never compromise with 


quality 


of footwear: 


in their selection 


Celastic makes ideal 


box toes for golf shoes: 


* 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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For Your World’s Fair 


Window Trim 
PRICE TICKETS and CARDS 


Aquamarine, yellow, 
on white. 


Any assortment 
of price tags: 


6 Doz. $1.10 
12 “ $2.00 


DOWS START THE SALE 





i 








Samples on request to show you 
how they effectively give you a new 
color trim each month. 


TALKING WINDOWS START THE SALE 


A REAL FEATURE SHOE 
-SPORTINBAK - 
(Support in Back) 


SPORTINGAK SPECIAL ANKLE SUPPORT 





ANKLE, SUPPLE 
AND FIRM 











A flexible ankle support secured by a specially shaped 
counter and reinforced by a spring metal strip gives the 
little folk full support without corset-type stiffness. The 
last boasts a combination back part to fit the ankle snugly, 
with full allowance for growth, starting at the ball part. 
The construction — prewelt, smooth inside and locked 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 
209 S. State St., Chicago, Ill. 


stitched. 
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ALKING WINDOWS START THE SAL 
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Ne. 402—White Blucher Boot 2 to 6 
Ne. 402—White Blucher Boot 6% to 8 
Ne. 405—Tan Blucher Boot—-Same but make-up only. 


EPHRATA SHOE COMPANY 
EPHRATA, 


IN STOCK 


BtoD Spring Heel .... $I. 
CtoD Spring Heel .... $1. 


PENNA. 








Tel-Advising You 


[CONTINUED FROM PAGE 18] 


smooth surfaces were well-represented 
and brown is expected to be an impor- 
tant color. This will probably be more 
for the second run, however, and as 
matters stand now, more than one 
brown may be in the picture. Manufac- 
turers are showing a very dark brown 
which they consider is the best color for 
the popular sable browns in furs, but 
they think that the more reddish brown 
is also important. One or two leading 
retailers refused to discuss the question 
now, saying that they could be sure of 
nothing before the opening of the Fall 
ready-to-wear market. 

The green shoe is definitely to be 
considered this season, with green such 
an outstanding color in the fabric field. 
The high style interest in monotone 
ensembles, where one color family is 
worn in costume and accessories, va- 
riety being achieved by using different 
tones of the same color, opens up pos- 
sibilities for the green shoe. This tone- 
on-tone idea was even carried out in 
individual shoes where two tones of 
Navy Green, for instance, prevented 


trimmed shoes, some patent leather 
used for trimming, and even some 
fabric, chiefly in the spat patterns. 
Outstanding in trimming treatments 
—aside from the frequent use of a con- 
trasting leather in large areas—were 
braidings, grosgrain ribbons and con- 
trasting stitchings and pipings. 


Designer Brings News 
From Abroad 


New YorK—Fred Ullman, high-style 
shoe designer, just back from a four- 
weeks’ trip through England, France, 
Holland, Belgium and Switzerland, has 
much to say about Fall styles abroad. 

Booties, he says, are coming in strong 
and may vary from ankle- to knee- 
high. They are of kidskin and suede 
and have stitchings and trimmings like 
our Arizona boots. They are fastened 
with real buttons or laces. The heel 
may be 16/8 or higher. 

Low-heeled spectator sport types in 
oxford and monk patterns are very pop- 
ular. Treatments include use of con- 
trasting surfaces, pinkings, stitchings, 
ete. The Colonial buckle is attracting 


according to Mr. Ullman. There is also 
some interest in dark green. 

The influence of American styles is 
very strong. American treatments, 


such as draping, pleating and tucking 
have been enthusiastically received 
abroad. 


Canadian Shoe Production 
Gains 

MONTREAL, CANADA—Canadian pro- 
duction of leather footwear in March 
recorded an advance, the total being 
2,212,277 pairs, compared with 1,853,- 
229 in the previous month and 2,109,456 
pairs in the corresponding period last 
year, the Dominion Bureau of Statistics 
reports. The quantity manufactured in 
the first quarter of 1939 was 5,586,003 
pairs, against 5,348,426 in the corre- 
sponding period of 1938. 


Named Rich’s Shoe Manager 


ATLANTA, Ga—J. C. Passamaneck 
has been appointed manager of the new 
ladies’ shoe department at Rich’s, Inc. 
Mr. Passamaneck, who comes to At- 
lanta from Richmond, Va., where he 
was in charge of the shoe department 
for Wacheimer Brothers, will open his 
new department at Rich’s as soon as 
Oscar Thompson moves into his new 
location on Peachtree Street. The de- 
partment will be owned by Rich’s Inc., 
instead of operating as a leased de- 
partment, as formerly. 








BOOT ann SHOE RECORDER, May 13, 1939 


See them at the Fair Today 


When you come to the Fair be sure to visit the 
beautiful “Lastex” Yarn Exhibit, Area O, Con- 
sumers Building — just across the plaza from 
the Trylon and Perisphere, Theme Center of 
the Fair. Among the highlights of this exhibit 
you will find a brilliant display of the fabric 
and leather shoes elasticized with “Lastex” 
yarn by the Vamos process. On the opposite 
page are a few of the models which will ap- 
pear at the Fair, fresh from the designer’s 
pencil. In a few brief years stretchable shoes, 
made possible by “Lastex” yarn, have swept 
the country with their amazing fit and com- 
fort, their new technique, their simplified 
styles. Yet only the first chapter has been writ- 
ten. New and more glamorous materials are 
constantly being added to the long list of 


stretchable shoe successes. 

No mah or woman con- 

nected with the shoe indus- 

try in any capacity can afford 

to pass this exhibit. Nor can 

anyone so connected afford 

to be without accurate and 

up-to-date information on the sensational in- 
vention which has so revolutionized the an- 
cient art of shoe making. For prices, samples 
and sales information address Alfred Vamos, 
450 Marbridge Building, New York City. For 
booklets and general information on the uses 
and advantages of “Lastex” yarn in any type 
of apparel or accessories for men, women or 
children, always feel free to write to the ad- 
dress on the opposite page. 
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vear of Tomorrow 


Exaisir 
NEW YORK 
WORLD'S Fair 
ww 
CONSUMERS 


sumone THE MIRACLE YARN THAT MAKES THINGS FIT 


REG. U.S. PAT. OFF. 





1790 Broadway New York City 


<— 
An elastic yarn manufactured exclusively aly) by United States Rubber Company 
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Motto for a sole 
that will cost you 
customers 


Soles may look alike on the surface, yet be different inside. 
And inside the sole is where life begins and ends. That’s why 
England Walton mates soles accurately by the internal fibre 
structure. This sorting-by-fibre is your surest guarantee of 
having every pair of shoes equally wearable. More even life 
in each shoe is something that makes customers come back 
again. With crisp money in their hands. 


Polarized Light Shows Why E-W Fibre-Sorting Insures Customer Satisfaction 


In the top photograph the stress-strain patterns are similar as in 
a pair of England Walton accurately sorted soles. But in the lower 
photograph note the difference in the stress-strain patterns. 
Those two soles — not so accurately sorted — might look alike to 
your eye, but one sole will give up the ghost before the other. 
Arch. Toe. Edges. It may fail anywhere, while its mate will go on 
living long. Again—that’s why we are so careful to sort accurately 


photograph 
difference in sole fibre structure that may exist even in 


high grade shooe—but not those having England Walwen = § yw fibre. The strains placed on any pair of England Walton soles 


will be resisted as evenly as human ingenuity can provide. 


More about the contented tread you can give customers in our free 
booklet, “Men With Magnifying Eyes”. Write for it today. It’s 
an eye opener, written by a company with a great name in leather. 


=. aagageee WALTON tans al A. C. Lawrence Leatoer Company 


New York Milwaukee San Francie: 


“ENGLAND WALTON facut 


CUT SOLES anv SOLE LEATHER P08 OAK BARK TANNED 
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THIS WEEK 


Saturday, May 13, 1939 


IN THE SHOE TRADE 


National News 





Big Convention Expected at Seattle 





Pre-Convention Interest Indicates Record Attendance at 
Pacific-Northwest Shoe Retailers Conference, May 28-31 


SEATTLE, WaSH.— Plans are now 
nearing completion for the 1939 Pa- 
cific-Northwest Shoe Retailers’ Associa- 
tion convention to be held here May 
28-31, and which will draw an esti- 
mated 2000 retailers from all parts of 
Washington, Oregon, Montana, Idaho 
and British Colombia. 

Under the leadership of Norman 
J. Klasgye, Stetson Shoe Company, 
Seattle, association president, and Andy 
Kopriva, Frederick & Nelson, Seattle, 
president of the Seattle Shoe Retailers’ 
Association, a large committee from 
this area has prepared arrangements 
for timely merchandising discussions, 
displays and extensive entertainment 
for retailers and their families. 

Virtually three floors of the Olympic 
Hotel, principal Seattle hostelry, will 
be given over to displays, with present 
plans calling for about 100 lines to be 
represented. 

Gov. Clarence D. Martin, of the State 
of Washington, and Mayor Arthur B. 
Langlie, of Seattle, will address the 
retailers at the general luncheon on 
Monday, May 29, in the Spanish Ball- 
room of the Olympic. 

Pre-convention interest indicates that 
the gathering will probably set a high 
point in Pacific Northwest shoe gather- 
ings, according to committee leaders. 

Leading national stylists will address 
the retailers, as will merchandising 
authorities, whose comments will be 
supported by specially designed dis- 
plays, it is understood. 

Comprising a cross-section of leading 
Pacific Northwest retailers, the 1939 
convention committee personnel follows: 

General chairmen: Norman J. Klas- 
tye, Andrew G. “Andy” Kopriva, and 


A. Y., Drain, Rhodes Department Store, 
Seattle. 

Registration: Frank Slasor, Slasor’s, 
Seattle, chairman; James Swanson, 
Crescent Dept. Store, Spokane: George 
Campbell, Copp’s, Vancouver, B. C.; 
Joe Hilton, Hilton’s, Bellingham, 
Wash.; Henry Garcia, Rhodes, Ta- 
coma; Don Ross, Barns-Woodin, Ya- 
kima, Wash.; Bryl Adams, Wolf’s Dept. 
Store, Aberdeen, Wash.; Lowell Bass, 
Boise, Idaho; Ward Brazelton, Port- 
land, Ore.; and Chet Smith, Adrian’s, 
Klamath Falls, Ore. 

Reception: Joe Pessemier, Pesse- 
mier’s, Tacoma, Wash., chairman; Joe 
Kohls, Kohl’s’, Tacoma, Wash., and 
William Harbke, H & H Shoe Company, 
Portland, Ore. 

Program: A. Y. Drain, chairman; C. 
B. Shuler, Rhodes, Seattle; Frank Dun- 
can, Frank Duncan Company, Seattle; 
and Elliot Robinson, Rhodes, Seattle. 

Entertainment and _ dinner-dance: 
Andy Smith, Bon Marche, Seattle, 
chairman; Mike Gorman, Frederick & 
Nelson, Seattle; R. A. Pickrell, Mc- 
Cutcheon’s, Seattle; P. K. Friesen, 
Lloyd & Friesen, Tacoma, Wash.; and 
Henry Gaul, Everett, Wash. 

Golf: Jack Conley, Frederick & Nel- 
son, Seattle, chairman; Willis Har- 
greaves, Meier & Frank, Portland, Ore.; 
Sam Rathman, Rathman’s, Bellingham, 
Wash.; Wally Gray, Slasor’s, Seatcle; 
and Frank Sullivan, Bon Marche, Se- 
attle. 

Membership: Art Schulein, Schu- 
lein’s, Spokane, chairman; Gar Ingle- 
dew, Vancouver, B. C.; George Sealey, 
Peoples’ Store, Tacoma, Wash.; Jim 
Lawrence, Meier & Frank, Portland, 

[TURN TO PAGE 47, PLEASE] 


600 Exhibitors at Boston 
Show Anticipated 


Boston, Mass.—Encouraged by the 
predictions of leading economists that 
a business upswing is due this Fall, 
shoe manufacturers in larger numbers 
than ever before have signed up to par- 
ticipate in the Twentieth Annual Bos- 
ton Shoe Fair, June 5, 6, 7 and 8. 
Whereas, at this time last year, not 
more than 350 companies had requested 
that sample rooms be reserved for 
them, this year already more than 450 
have taken rooms in the Hotel Statler 
and Parker House. A total of 10 floors 
of these two large hotels will be filled. 

“What is bought for Fall this year,” 
says a statement issued by Maxwell 
Field, secretary of the New England 
Shoe and Leather Association, sponsors 
of the Fair, “is supremely important. 
We are all aware of what has hap- 
pened this Spring at retail. We know 
what disappointments there have been 
and how reluctant the public has been 
to accept some of the high-style colors 
and elaborate patterns. What does that 
mean in terms of Fall styles? Will pat- 
terns be simpler? Will new and per- 
haps more conservative colors make 
their appearance? Will the shoes be ob- 
viously salable or a gamble, as some 
were this Spring? 

“The composite opinion of approxi- 
mately 600 manufacturers on these 
subjects, as well as their price policies, 
can be had only in Boston. We are giv- 
ing the merchants of the country four 
full days to visit our exhibitors and 
satisfy themselves that here they can 
make selections—sure to yield a prof- 
it when the Fall season opens.” 


Shoe Store Reorganized 


CoLumBus, OHI0— The Foot Saver 
Shoe Shop, Inc., has reorganized with 
Walter E. Bias being named as presi- 
dent. He succeeds Charles Holloway, 
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Full Program for Coast Convention 





Many Interesting Features Planned for June Convention of 
California Shoe Retailers Association—Event Assumes 
Importance of All-Western Conference 


Los ANGELES, CALIF.—Circumstances 
have combined to lend national interest 
to the June Shoe Convention to be held 
in Los Angeles by the California Shoe 
Retailers’ Association. The event is as- 
suming the importance of an “all-west- 
ern conference,” with retailers from 
the eleven western states planning to 
attend. As a result, manufacturers 
heretofore ignoring Pacific Coast af- 
fairs have already reserved space for 
their exhibits. This Los Angeles con- 
vention is being “streamlined” in the 
modern manner, all non-essentials be- 
ing eliminated. The Biltmore Hotel 
management is permitting the installa- 
tion of exhibits on Saturday, June 10, 
so that all day Sunday can be devoted 
to examination and comparison of mer- 
chandise by those retailers who can 
attend the convention on no other day. 
Under the chairmanship of Henry 
Wetherby, a most worthwhile “Style 
Show and Conference” is being planned 
for Sunday evening. This event prom- 
ises to be a highlight of the convention. 
For the Monday Luncheon, national as- 
sociation officers will be present, and 
the Program Committee, chairmaned by 
G. M. Proctor, is deliberating between 
three nationally famous speakers not 
of the shoe industry. 

Dave Klinesmith, Casey Jones and 
William R. Ahern, in charge of Manu- 
facturers’ Registration, have made ex- 
hibit arrangements that provide maxi- 
mum opportunity for the display and 
selection of merchandise. These ex- 
hibits include not only a greater num- 
ber of shoe lines than heretofore, but 
also the various accessories so impor. 
tant in shoe store operations today. 
Model store fronts, interior store ar- 
rangements, advertising displays, etc., 
lend additional value to the exhibits. 

A great many retailers from all parts 
of the country are planning to attend 
this convention in connection with their 
first visit to the Golden Gate Exposi- 
tion at San Francisco, just an over- 
night trip or a day’s scenic drive from 
Los Angeles. Charles Kirsner, conven- 
tion manager, with headquarters at the 
Biltmore Hotel, Los Angeles, is not only 
making convention arrangements for 
shoe men, but is handling details for 
the entire western trip, including Trea- 
sure Island reservations. The Exposi- 
tion management and the Los Angeles 
Chamber of Commerce is cooperating 
fully with Mr. Kirsner in his service to 
shoe men. The new Hollywood Radio 
Studios of NBC and CBS are providing 
tickets for visiting shoe men, with 
which they can attend national broad- 
casts of their favorite programs. 

The Convention Banquet and Dance 
on Tuesday evening will strike a new 
high note of interest and enjoyment. 


C. H, Fontius, C.S.R.A. president, and 
Paul Jesberg, convention chairman, are 
gu:.ranteeing 100 per cent satisfaction. 
A feature of the evening will be a “Cal- 
cutta Auction,” in preparation for the 
golf tournament to be staged the next 
day under the direction of Otto Vaught, 
Louis Prince, Carl Mason, and Paul 
Jesberg. The tournament will be fol- 
lowed by a “Stag Dinner” at the club. 
Round-table discussions of current 
shoe problems are to be conducted dur- 
ing the convention, plans being under 
way for an especially important one 
at “Breakfast” on Tuesday morning. 
The theme of the convention is to be 
“Greater Profits from All Operations 
in the Shoe Industry,” and the purpose 
of the convention is to show ways and 
means of putting the theme to work. 





Honorable Mention Given 


Tanners’ Council 


New York—The Tanners’ Council of 
America is one of the national trade 
associations whose programs and ac- 
tivities during 1937 and 1938 were 
singled out by the jury in the recent 
American trade association award. 
Every two years recognition is given 
in this award to those associations 
which are deemed to have made the 
most valuable contributions to their 
own industries and to the welfare of 
business generally. On two previous 
occasions in the past six years, in 1936 
and in 1933, the council had also been 
given second prize for its accomplish- 
ments and program. 

This year’s jury of award consisted 
of Virgil Jordan, president, National 
Industrial Conference Board; Donald 
M. Nelson, vice-president, Sears, Roe- 
buck & Company; Charles F. Hughes, 
business editor of The New York 
Times; and Dr. Neil Carruthers, of 
Lehigh University. The major award 
was given this year to the Portland 
Cement Association fer developing a 
low-cost light traffic road. Eight other 
national trade bodies, including the 
Tanners’ Council, Automobile Manu- 
facturers’ Association, Cotton Textile 
Institute, Institute of American Meat 
Packers, and National Retail Dry 
Goods Association were awarded cer- 
tificates of honorable mention as sec- 
ond prize. It is interesting to note that 
although the jury was familiar with 
the entire range of the council’s work, 
it took particular cognizance of one 
phase of this work in its citation. This 
was the study of inventory valuation 
methods, the efforts to make clear the 
nature of true earnings and to secure 
government permission for the use of 
proper accounting methods. 

The officers of the council believe 
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that the recognition given to the 
council’s work in this national award 
reflects the cooperation of members, 
their support and participation in the 
activities of their trade association. For 
that reason, this recognition is wei- 
comed. 


Wage Differentials Opposed 

Boston, Mass.—At a meeting of sec- 
retaries of all New England shoe asso- 
ciations, held recently, it was unani- 
mously agreed that requests for wage 
differentials of any nature in the shoe 
manufacturing field, be opposed as un- 
economic and not in accordance with 
the Fair Labor Standards Act. This 
act, it was pointed out, already provides 
that no wage differentials be granted 
on the basis of sex, age or regional 
classifications. 

The meeting, held in the Boston of- 
fices of the New England Shoe and 
Leather Association, was attended by 
Maxwell Field, secretary of that asso- 
ciation; E. A. Gray, secretary of the 
Brockton Shoe Manufacturers’ Asso 
ciation, Brockton, Mass.; Julius E. Mul- 
ler, secretary of the Auburn-Lewiston 
Shoe Manufacturers’ Association, Au- 
burn, Me.; David H. Hilliard, manager 
of the Shoe Manufacturers’ Board of 
Trade, Haverhill, Mass.; and Mrs. E. 
M. Rooney, secretary, and Benjamin 
Fish, of the Eastern Shoe Manufactur- 
ers’ Association, Lynn, Mass. 








Fast Traveling 


DENVER, CoLo.—A. Neel, oldest sales- 
man in point of service at The May Co. 
shoe department, saw his son off for 
Hawaii in the government service, re- 
cently, took a peek at the world’s fair 
in San Francisco and then boarded a 
transcontinental plane for his return 
to Denver. He made the trip in eight 
hours and liked it. 


Shoe Store Wins Window 
Display Prize 

New RocHe.ig, N. Y.—P. L. Escott, 
owner of the Dr. Kahler Shoe Shop, 
485 Main Street, here, was awarded 
first prize in a window display contest 
conducted in thousands of stores 
throughout the country by Orthopedic 
Shoes, Inc. 

The contest was based on originality. 
display value and interest, and Mr 
Escott won the award through a dis- 
play in which he used live models to 
display shoes. 





Issue Catalog Supplement 


New York—The Arnoff Shoe Com- 
pany has issued a supplement to their 
World’s Fair catalog, featuring athletic 
footwear, riding boots, rubbers, tennis 
and work shoes and moccasins. Decora- 
tive prints, indicative of the uses of 
the shoes shown are used for illustra- 
tion. The catalog supplement is avail- 
able to any retailer who writes in t 
the company. 
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A Shoe Man Whose 
Hobby Is Shoes 


[CONTINUED FROM PAGE 25] 


painted in different colors to indicate 
the caste of the wearer; pearl inlaid 
stilted sandals from Siam—the stilt 
effect being designed to keep the feet 
above damp earth; Alpine climbing 
shoes that weigh five pounds per pair, 
including the hobnails; wooden shoes 
from Holland with holes drilled in the 
sides through which wires are strung 
for suspending the merchandise on dis- 
play in the general merchandise stores. 
The array of interesting facts regard- 
ing this collection is almost endless. 
Every shoe tells the story of its source. 
It’s because of his careful study and 
intimate knowledge of those facts that 
Mr. Wulff has become such a popular 
speaker on this subject, has been in- 
vited to lecture on the collection at 
seores of places. 

Another interesting example of Mr. 
Wulff’s careful study of his collection 
is found in this observation. He found 
that every pair of shoes in the collec- 
tion made prior to 1870 was made on a 
straight last. Further research re- 
vealed that up to this time straight 
lasts had been the accepted design in 
all shoe manufacture. 

Included in the Wulff collection is 
the smallest shoe ever made under 
standard Goodyear welt construction. 
Only about 3% inches long, it is 
equipped with heels and puli straps. 
It is considerably smaller than an in- 
fant’s 00 soft sole shoe. 

Even horse shoes are included in the 
collection — particularly ancient ones 
found on the first cross-country trails 
such as the famous Santa Fe Trail. 
There’s one ox shoe which is more than 
100 years old. Then, there’s a horse’s 
boot of leather, which fits over the shoe 
to protect the grass when a horse is 
used to pull a lawn-mower. 

“It’s a grand hobby,” Mr. Wulff con- 
cludes. “And one I believe other shoe 
men would do well to take up. I’ve had 
more enjoyment out of the shoe busi- 
ness since starting this collection than 
ever before in my lifetime. Besides, the 
general educational value of this type 
of thing is tremendous. It aids the 
whole industry by making the general 
public increasingly shoe-conscious.” 


Big Convention Expected 
At Seattle 


[CONTINUED FROM PAGE 45] 


Ore.; O. C. Crowley, J. B. Wahl’s, Bel- 
lingham, Wash.; Otto Warn, Warn & 
Warn, Spokane, Wash.; and Al Doose, 
Crescent Dept. Store, Spokane. 

Luncheon: Lloyd Nordstrom, Nord- 
strom’s, Seattle, chairman; George Ray- 
mond, Turrell’s, Seattle; Fred Waters, 
Rhodes, Seattle; and Chet Greir, Fred- 
erick & Nelson, Seattle. 

Publicity: Andy Kopriva, chairman; 
Caspar Lane, Dunn-McCarthy Com- 
pany; Dolph Hoyt, Fern Shoe Com- 
pany, Everett Nordstrom, Nordstrom’s, 
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upon “sales features” 
retailing problem. 



































Deo R Bais 
Anti-Friction 
Shoe 


FEATURE A FEATURE SHOE! 


Modern Merchandising places particular emphasis 
as an essential part of every 











The Dr. Geo. R. Davis Anti-Friction Shoe offers such 
sales compelling features, the effective merits of 
which are easily demonstrated and readily apparent. 
Write for agency plan for localities still open. 


“ADJUSTABLE BY LACING”’ 
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the shoe and throughout the entire life 
of the shoe. 





Arches vary, but the Dr. Geo. R. Davis 
Anti-Friction shoes fit them all. 


HOMPSON BROS. SHOE 


FINE SHOEMAKERS 
—_ BROCKTON 
CAMPELLO, MASS. 


“Famous makers of CORRECTIVE SHOES of all TYPES” 
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Seattle; Charles Ames, Bon Marche, 


Seattle; Norman Klasgye, Seattle; and 
Margaret Drain, Seattle, secretary. 

Ladies’ luncheon and events: Mrs. 
A. Y. Drain, Mrs. Earl McDonough, 
Mrs. A. G. Kopriva, Mrs. Art Naftzger, 
Mrs. Frank Sullivan and Mrs. Everett 
Nordstrom. 


Schellerman Store Sold 


BurraLo, N. Y.—Schellerman’s Shoe 
Store, located at 1327 Jefferson Avenue, 
this city, was recently sold to Nat 
Shapiro, of the New York Shoe Store, 
formerly located at 1592 Genesee 
Street. Eddie Schellerman, well-known 


owner of Schellerman’s, is now in the 
sheriff’s office. Mrs. Leona Schellerman, 
his wife, who was also associated with 
him in the business, is now connected 
with the shoe department of a large de- 
partment store of the city, where her 
26 years’ experience in retail shoe sell- 
ing make her a valuable asset. 

Mr. Schellerman, besides being well 
known for his shoe activities, was also 
well known in sporting circles, being a 
star basketball player with the Buffalo 
Black Rocks. He was also well known 
as a bowler and baseball player. Mr. 
and Mrs. Schellerman recently com- 
pleted 17 years in running their own 
shoe business. 
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* HANNAHSONS 








82465 White Kid $2.10 
85017 White Linen axe 1.90 
8246! Block Patent Leather 2.10 


16/8 Cuban Heel 

AA and 8 Widths 
Our In-Stock Department ossures service sec- 
ond to none. Hannahsons Fashion Favorites 
—up-to-the-minute formal and informal foot- 
wear—will fully meet your requirements. 
Write to-day for our catalog. 

AMERICA'S LARGEST 
IN-STOCK SANDAL DEPARTMENT 


> HANNAHSON . 


HAVERHILL, MASS. 























Wilson Buyer for 


Regal Equip. Co. 

Boston, Mass.—J. A. Wilson, who 
has been on the sales force of the 
International Shoe Co. in their Boston 
branch for the past 14 years, has re- 
signed and is now connected with the 
Regal Equipment Co., 49 Leonard 
Street, New York, as buyer of the shoe 
division. 

Mr. Wilson has been connected with 
the shoe industry for a good many 
years and brings with him knowledge 
and experience which will be beneficial 
to his new associates. 





H. J. Justin in New Quarters 


Fort Wortu, Tex.—The H. J. Justin 
& Sons, boot and shoe manufacturing 
company has completed the move to 
new quarters at Hemphill Street and 
Daggett Avenue, in Fort Worth. The 
new quarters double the company’s op- 
erating floor space, and daily produc- 
tion will be increased from 250 pairs 
of boots and shoes daily to 1000 pairs. 

Also, the H & S Shoe Manufacturing 
Company at 1109 North Main Street in 
Fort Worth, has started operating. 
The company was organized several 
months ago and the building obtained, 
but production was held up until this 
time because of delay in arrival of the 
machinery. 





L. Yoskin Joins 
Stix & Wolf Sales Staff 


CINCINNATI, OHIO— Lewis Yoskin, 
formerly eastern representative for the 
Hamilton-Brown Shoe Co., St. Louis, 
Mo., has joined the sales staff of Stix 
& Wolf, this city, and will travel vir- 
tually the same territory as heretofore. 





LEWIS YOSKIN 


During his association with the Hamil- 
ton-Brown Shoe Co. he made an out- 
standing record of opening up over 100 
new accounts. 

Richard Stix, president of Stix & 
Wolf, states that the past season was 
the biggest in the company’s history 
and that their program for Fall is 
keyed to a still greater volume. 


Harry Teets Plans Early 
Return to Business 


Denver, CoLo.—Harry Teets, man- 
ager of the shoe departments of the 
Denver Dry Goods Co., is convalescing 
rapidly at his home and informs all 
visitors that he expects to resume his 
activities in the store in June. Mr. 
Teets has been on sick leave for several 
months and his return will be welcomed 
by all his staff. 


Join Sales Staff of 
Kopman-Woracek Co. 


St. Louis—Ely Kopman, treasurer 
of the Kopman-Woracek Shoe Com- 
pany, announces the appointment of 
Julius Weigert and Hans Hoffman to 
their sales force. Mr. Weigert and Mr. 
Hoffman until recently served as west- 
ern representatives of the Bata’ Shoe 
Company. 

The Kopman-Woracek factory with 
a 4000 pairs per day capacity, is lo- 
cated at Flat River, Mo. This concern 
was organized a little over a year ago 
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WHITE SHOES 
sell better! 


Experienced shoe manufac- 
turers use RELETHA sock 
linings in white and water 
lily shades because 
RELETHA'S surface stays 
brighter and fresher—is 
easier to keep clean— 
tones up the whole shoe. 
Try RELETHA in your white 
shoes and see how much 
brighter and neater they 
look with this quality sub- 
stitute for leather! Samples 
will be mailed on request. 


PROSPECT MILLS CORP. 
15 Chestnut St., Cambridge, Mass. 











and produces a line of popular price: 
welts for growing girls. The officers 
in addition to Ely Kopman are Joseph 
W. Kopman, president, and Joseph E. 
Woracek, secretary. Mr. Woracek was 
with the Hamilton-Brown Shoe Co. fo: 
18 years. They maintain St. Louis 
offices in the Silk Exchange Building 


Bruce Crompton to Teach 


Salesmanship 


CoLumMBus, OnI0—Bruce Crompton, 
sales manager of the H. C. Godman Co., 
will be a member of the “faculty” for 
the course in salesmanship and psy- 
chology sponsored by the Sales Man- 
agers’ Forum of the Columbus Chamber 
of Commerce. The school will be held 
May 22-26 under the direction of John 
Wesley Coats of Chicago. 





Plunkett Bros. Open New 
Women’s Shop 


ToLepo, On10—The Plunkett Broth- 
ers Co., for nearly 15 years retail shoe 
dealers in Detroit, has opened a new 
women’s shop in the Spitzer Arcade, 
Toledo, which is designed in the French 
salon manner. Harry Corbin, formerly 
of Toledo and previously with the 
Plunkett firm in Detroit, is manager 
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LEATHERPLUS 
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Aristocral of doles 


WEAR and COMFORT 
bring customers back. 
LEATHERPLUS SOLES 
double these qualities - 

. used on the best 5 





cost more ++-* worth more -- 


Salesmen representing all lines of the Selby Shoe Co. 
photographed with conference directors and executives at 
sales conference in Portsmouth, Ohio, April 21, 1939. 

Front row, left to right: Paul Dupuy, C. S. Baker, J. E. 
Doerr, W. E. Lawson, E. C. Thorp, L. L. Leopold, J. S. 
Pe J. J. Holden, O. F. Price, H. C. Selby, L. M. Doty, 

Cc. atti G. R. Sloan, H. C. Stockdale, N. B. Griffin, 
M. W. Selby, W. R. Daley, W. B. Altsman, R. A Selby, 

ident, P. A. Ritter, Joseph Shaw, Mrs. C. Koegele, 

. F. Hooley, J. A. Zahn 


hoes 


OUR GOOD SHOES 
BETTER! 


nd secret tanning 
ood leather into 


MAKE Y 


Selected hides &, 
| “4 & . il - 
ee sLUS extraordinar™) 
ERPLUS - - - ” 
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— ssargrost ... and good go 
"Geer best shoes deserve 
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EL LEATHER co. 
WICH, CONN. 
AN-TAN Innersoles. 


M. Bee, F. A. Garside, R. W. Hardebeck, H. H. Callahan, 
M. N. Timm, C. Quinn, O. E. Rickey, R. C. Burton, Mrs. 
B. Tatman, J. T. Thrash, Miss Lillian Jackson, M. A. Coe, 
W. A. Lawson. 

Third row, left to right: I. Kaplon, A. B. Siegel, A. 
Wiskochil, J. R. Donohue, G. F. Lang, C. A. Risley, G. L. 
Risley, C. D. Risley, H. B. Bohr, J. A. Vonderembse, T. R. 
Flautt, P. J. Kidwell, P. M. Smith, L. G. Perkins, H. C. 
Segur, L. E. Moody, C. Kapka, E. W. Westphal, L. L. 
Lindsey, M. H. Stevens, J. M. Johnson, E. L. Kimball. 


row, left to right: W. O. Pryor, S. C ° 
R. N. Donohoe, W. H. Benton, C. Stig FF ola : 
Peterson, J. S. Schroeder, J. O. Trone, William Sorensen, 


ham, W. 


Fourth row, left to right: C. P. Hauck, F. R. Cahill, 
W. H. Bussice, = Fout, R. W. Goddard, A. E. Cunning- 
° ufts. 





R. D. Hill Joins 
Selby Sales Force 


PorTsMoUTH, OH10—Robert D. Hill, 
who has managed the shoe department 
for Hatch’s at West Palm Beach, Fla., 
for the past eight years, has joined the 
Selby sales organization, and will sell 
Tru-Poise shoes in the Middle West. 

Previous to his connection with 
Hatch’s, Mr. Hill had ten or twelve 
Years of successful experience ‘selling 


shoes for Rochester and Brooklyn 


manufacturers. 


Gilbert Increases Production 


THIENSVILLE, Wis.—A. P. Gilbert, 
who vitalizes the Gilbert Shoe Co., this 
city, and his line of “Kali-sten-iks” 
shoes for growing girls to infants, 
found the pull-down on his stock de- 
partment so rapid during recent weeks 


that he had to push up production 200 
pairs per day. One of his hobbies is 
the rapidity with which orders are filled 
and the shoes reach the merchant, for 
lack of a size may mean a lost sale. All 
white and in combination, usually white 
and tan, have the big call now, but his 
flexible infants’ felts sold faster than 
Mr. Gilbert allowed for replenishment 
through his in-stock department, mak- 
ing necessary that production be in- 
creased to get stock back to par. 
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Job Lots 
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BIGGER PROFITS 
in high quality 
JOB LOTS 


All Leading Brands 
Nationally Advertised 
Women's Shoes 


Every pair fresh, fashionable, 
perfect 





BARIS SHOE CO.., Inc. 
Dept. R-1 79 Reade St. New York 
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Boston Shoe Guild 
Recommends Clearance Dates 


Boston, Mass.—Officers, directors 
and members of the Planning Commit- 
tee of the Boston Retail Shoe Guild, 
at a meeting held Thursday, May 4, 
voted almost unanimously to recom- 
mend to the membership of the Guild 
that they hold clearance sales of dark 
Spring shoes beginning May 15 and 
lasting not more than two weeks—in 
other words until the end of the month. 

It was clearly set forth in the mo- 
tion that this should not be construed 
as a fixed policy to be followed every 
year because, as was pointed out by 
several merchants, Boston shoppers, 
particularly women, are notoriously 
sales minded. In the promotion of these 
sales, therefore, it will be emphasized 
that the sale is to apply only to that 
merchandise which the merchants at 
this time find themselves most anxious 
to dispose of. This includes, in colors, 





Dates to Remember 


First Annual Convention Southeast- 
ern Shoe Travelers Association, Ho- 
tels Charlotte and Selwyn, Char- 
ge a Se May 15, 16, 17, 1939 
Annual Convention, [Illinois Shoe Re- 
tailers and Shoe Travelers, Pere 
Marquette Hotel, Peoria, Ill. 
May 21, 22, 1939 
Monthly Shoe Buyers’ Days, "Shoe 
Travelers Association of Chicago, 
Morrison Hotel, Chicago, Ill. 
May 22, 23, 1939 
Southwestern Shoe Travelers Associa- 
tion Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 
May 28, 29, 30, 31, 1939 
Pacific Northwest Shoe Retailers As- 
sociation Annual Convention, Hotel 
Olympic, Seattle, Wash. 
May 28, 29, 30, 31, 1939 
20th Annual Boston Shoe Fair, Hotel 
ng and Parker House, Boston, 
EEE June 5, 6, 7, 8, 1939 
aiden Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 
lowa Shoe Travelers Association Con- 
vention and Style Show, Des Moines, 
I Ee Eee Jane 11, 12, 13, 1939 
Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
mere, Los Angeles, Calif. 
June 11, 12, 13, 14, 1939 
Annual Convention, Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 
June 18, 19, 20, 1939 
Michigan Summer Shoe Fair, Pant- 
lind Hotel, Grand Rapids, Mich. 
June 25, 26, 27, 1939 
Atlanta Shoe and Ready-to-Wear Ex- 
position, Atlanta-Biltmore Hotel, 
Atlanta, Ga. .......... July 3, 4, 5, 1939 
Pennsylvania Shoe Travelers Associa- 
tion Tri-State Shoe Mart, William 
Penn Hotel, Pittsburgh, Pa. 
aly 9. 10, 11, 1939 


Charlotte Shoe Show, Hotels Char- 
lotte and Selwyn, Charlotte, N. C. 
Jaly 9, 10, 11, 12, 1939 
Atlanta Shoe Fair, directed by Robert 
Levine, Hotel Henry Grady, At 
BN GE, oc vccttove Jaly 9, 10, 11, 1939 
Annual Outing Boot and Shoe Trav- 
elers Association of New York, 
Karatsony’s, Glenwood Landing, 
gamer arr scare July 13. 1939 
National Industrial Stores Associa- 


tion Convention, 
Hotel, Baltimore, Md. 
Jaly 24. 25. 26, 1939 

Buffalo Shoe Travelers Style Show, 
SE Aare August 6, 7, 1939 

Annual New York State 

Shoe Retailers *< & Hotel 

Seneca, Rochester, N. 

te Ba 10, 11, 12, 1939 

Official Opening of American Leathers 


and Stvle Conference for Spring, 
1940. SWaldecr, Astoria Hotel. New 
. Brera September 18. 19, 1939 





japonicas and cherries; and. in pat- 
terns, principally the open heel styles. 
The date was set somewhat later 
than it has been the custom to hold 
Spring sales in this city because it was 
felt that the season had been so unduly 
retarded by adverse weather conditions, 
that women will still be in the market 
for these dark colors at that time. It 
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Are You Going to 
The New York World’s Fair? 


You'll want to see, in the Incubator Build- 
ing, the display of Mrs. Day's Ideals for 
all stages of babyhood—from fabrics to 
flexible walking shoes—from 0 to 8. You'll 
appreciate this publicity as a sales-building 
osset—want to tie in with it. And while 
in New York plan to visit our office at 7! 
West 35th Street. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 
DANVERS, MASS. 











was pointed out in this connection, 
that sales held after a season has closed 
are worthless—that, if shoes are to be 
cleared, they must be marked down 
while customers still want them, not 
after the desire has passed an the 
shopper’s attention is centered on new 
merchandise. 

At the meeting, presided over by 
President Thomas J. Connors, it was 
also decided to defer until the next 
regular meeting of the Guild any action 
on the dates on which white shoe sales 
should be started at the end of the 
white season. 


Shoe Club Affair Well 
Received 


New YorkK—The Shoe Club’s Jam 
boree, held Sunday evening, May 7, in 
the Grand Ballroom of the Hotel Mc- 
Alpin, in conjunction with the arriva) 
in town of shoe men from all over th 
country for the Fall Showing of the 
Shoe Fashion Guild of America, thi« 
week, was a most successful affair. 

About 200 were in attendance, and 
many pleased comments were heard on 
the exceptional entertainment program 
which featured such well-known enter- 
tainers as Olsen and Johnson, of “Hell- 
zapoppin’” fame, and several others 
Dancing, following the entertainment 
brought to conclusion the enjoyabl: 
affair. 
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WHITE SHO 


WHITTEMORE'S 


FULL-SIZE DE LUXE 
CANISTERS 


. . . aM ornament and a conve- 
nience to any kitchen — 
heavy metal, lacquered in cream 
color and deep green. Well fitted, 
air-tight covers. 


Don’t Delay! 


Get your reward now by stock- 


pape, 
DRESSINGS. 


ORDER NOW! 


MILLIONS == 


TACKED, = 


have been sold! =": 


CLOVERLBAP 
+ wine” Da 


Scott’s HAND-MADE 


METATARSAL PADS 
Lead the Field 


Thousands of shoe stores have been 
featuring the Scott line of Metatar- 
sal Pads—first, because they are the 
most profitable — second, because 
they are the most satisfactory to 
their customers—third, because 
they are hand made from the finest 
sponge rubber or wool felt in the 
latest orthopedic designs. 


Cost a Little More 
than the cheapest— 
WELL WORTH IT 


For a penny or so more 
per pair, you get the finest 
line of metatarsal pads on 
the market, made in a 
full line of sizes and 
thicknesses. No come- 
backs! No dissatisfied 
customers! No loss of 
shoe sales. 


SEE THE SCOTT LINE 
WRITE FOR 


* 
RIGHT & LEFT 
——" 


RIGHT & LEFT 
— 


— Se ¢ Lone ae 





extra 


fast-selling 





WRITE 





WHITTEMORE BROS. CORP. 
Dept. B.R., Cambridge, Mass. 


ILLUSTRATED FOLDER 
SCOTT FOOT APPLIANCE CO., OMAHA, NEB. 























Kilcrease Opens New Shoe 
Department 


CINCINNATI, On10—Thomas B. Kil- 
crease, well-known shoe buyer, has 
leased as an individual the shoe depart- 
ment in The Giddings Company, Fourth 
Street, Cincinnati. 

This department will open about May 
15 and will feature women’s high-grade 
shoes, with prices ranging from $6.75 
to $16.75, and will handle all types of 
ladies’ footwear. 

Mr. Kilcrease has been for several 
years an active member of the Mid- 
west Shoe Fair committee, and his work 
on last year’s style show is remembered 
by the entire industry. 


Denver Store Shows 
Good Spring Gain 


DENVER, CoLo.—An unusual white 
season anticipated by the W. L. Doug- 
las Shoe Co., 628 Sixteenth St., is ma- 
terializing in a big way. 

The sale of women’s shoes are about 
even with the men’s, which has given 
the store a big gain, not only for the 
month of April, but for the entire 
Spring season which is, by a large per 
cent, higher than last Spring. 

Men are becoming more season-con- 
scious, in the opinion of Mr. McGuire, 
which is raising the average consumer 
percentage in number of shoes used 


‘See of a Divisions Meet 


Lynchburg, Va.—Salesmen and executives of the new Masterbilt Shoemakers 
Division of Craddock-Terry Shoe Corp. recently held their initial sales meeting in 
oe: urg. Front row, left to right:—R. M. Argo, North and South Carolina; 

A. , New E States and the state of New York; R. E. Craddock, 
- ¥ manager; S. H. Lynn, Md., Va., W. Va., District of Col. and Del.; L.A. Bopp, 
Mo., Kans., and Okla. 

Center row:—Herman Kravis, Penna. and N. J.; M. C. Goodrich, Ohio and 
Mich.; W. M. Mitchell, Ky. and Tenn.; E. CG. Covington, Miss. and La.; Mack 
Johns, Ill. and Ind.; J. H. Wilson, advertising manager. 

Top row:—L. E. Hills, stylist and production manager; J. C > ee City of 
Lynchburg: John W. James, vice-president and director of sales; A. C. Robert- 
son, Ia., Wis., Neb.. Minn., North and South Dak.; A. C. oe Raat Fla., Ga. 
and Ala.; L. W. Bibb, stylist and merchandising manager. D. J. Edwards has 
been recently appointed to cover Texas. 





“This Summer for men than last year. Black and 
white will not be so popular,” said Mr. 
McGuire, manager. 


throughout the year. 
we will sell more white and tan com- 
binations and more white buck shoes 
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St.Louis Jobs 


SELL ALE ELE IS SEIS: A EM 
We mean it -- 
never before 


such values 


@ The largest selection of can- 
cellations, jobs and samples 
from the better St. Louis 








All top-notch values and 
styles t will enable you to 
make LONG PROFITS. 
“Ask the St. Louls factories"’ 
Mm. K. WEIL SHOE CO. 


1326 Washington Ave. $f. Louis, Mo. 
“While in town see Weil" 
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Ballet Slippers | 
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BALLET SLIPPERS 
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Dancing Shoes and Taps 
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PROFESSIONAL TAP DANCE SHOE 
IN-STOCK DUCHESS 
PLATE 





DAVID T. NATHAN 











138 Lincoln St., Boston, Mass. 








Enlarges Offices 


New YorkK—Sonja Field, shoe stylist, 
has moved her offices to larger and 
more modern quarters in the Marbridge 
Building, 47 West 34th Street, this city. 
She is now located on the fourth floor 
of the building in Room 411. A steady 
increase in business during the past 
few months and a bright outlook for 
the future are the reasons for the move. 





Marcus Named 
Panther-Panco Head 


The principal events at the recent 
annual meeting of Panther-Panco Rub- 
ber Co., Inc., were the election of of- 
ficers and the extremely satisfactory 
financial statement which disclosed a 
favorable sales increase in all depart- 
ments. 





MIAH MARCUS 


Miah Marcus, formerly treasurer 
and one of the original founders of the 
company more than 30 years ago, be- 
comes president, succeeding the late 





M. J. BERNSTEIN 


Frank Bernstein, Murray J. Bern- 
stein succeeds Mr. Marcus as treasurer 
and will also retain active supervision 
of factory sales. This corporation op- 
erates four plants at Chelsea and 
Stoughton, Mass., Trenton, N. J., and 
Sherbrooke, Canada. Their products 
are widely used by shoe manufacturers 
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and shoe rebuilders both in this country 
and abroad. The Trenton factory is 
engaged solely in the production of 
resilient floor coverings and makes a 
complete line of rubber tile and sheet 
rubber flooring and wall covering, mats, 
table tops, ete. 

The greatest increases the past year 
were, according to officials of the com- 
pany, in their staple, branded lines 
such as Biltrite and PANcord-on-end 
soles and heels, Sta-tite heels and Panco 
soles and heels but with a marked in- 
crease in demand for crepe soles for 
various types of sports and recreation 
shoes. 

An impressive advertising campaign 
on Biltrite heels and cord on end soles 
has just been released reaching more 
than twenty million readers monthly. 
With both production and promotional 
plans stepped up in 1939, an even more 
successful year is anticipated by the 
Panther-Panco organization during the 
next 12 months. 


Kidskin Guild Shows 
Fall Colors 


New YorK—At a cocktail party on 
May 8, at the Ritz-Carlton, the Kidskin 
Guild displayed their Fall colors. In 
a telling presentation they showed pull- 
overs and swatches from leading kid- 
skin tanners, in relation to samples of 
woolen fabrics from high quality 
houses, to dramatize the Fall fashion 
story of color in kidskin shoes. 

The striking feature of the exhibi- 
tion was the popularity of brown in 
both woolens and leathers. In woolens 
the color ranged from very dark brown 
to a warm taupe. Even in the stripes 
and checks, brown and this same taupe 
were leading tones. 

The other costume color which is 
slated to have both high style and vol- 
ume importance for the coming season 
is the green family. Here the woolen 
manufacturers are featuring two 
shades—a dark green with a blue cast, 
in the family of this Spring’s “Navy 
Green,” but a little lighter and warmer, 
and, second, a green with a decided yel- 
low cast, a warm moss green. With 
both these tones, a dark brown kidskin 
color was shown as a smart comple- 
ment. For other woolen colors—blues 
other than navy, especially blues in the 
Teal family, and grapewine and red 
shades—brown was shown to be a good 
accessory color, pleasing to the eye and 
a change from black. 

In addition to the dark brown which 
the kidskin tanners are showing, there 
is a slightly lighter brown with a sug 
gestion of red and the still warmer ton: 
sponsored by the Textile Color Card As 
sociation under the name of Portbrown 
Both these shades were in the displays 
at the Kidskin Guild exhibit. The fact 
of the importance of brown for the 
coming Fall was thus strikingly em 
phasized. Other colors for kidskin shoes 
were, of course, also shown, a clea! 
new red wine being the most outstand- 
ing. One kidskin house showed thei: 
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Short Back-Part Lest te 
prevent gapping snd slipping 


Let Nu-Matic FLEX-POISE Shoes bring 
you new merchandising possibilities ... . 
extra sales .... and extra profits 
because they offer extra style and health 
construction features at the same price 
of ordinary shoes Start in Today! 
® Short Back-Part Last to prevent gapping and slipping 

* Extra Toe Spring to prevent unnecessary wrinkles over vamp. 
@ Outflair Wide Tread Las! providing full toot freedom 

* Bottom shaped to conform to 

SPECIAL 


! 
WEDGED HEEL 














ROHN SHOE MANUFACTURING CO 
512 FLORIDA STREET, MILWAUKEE, WIS 











light grayed blue with a piece of wool- 
en of much the same shade. In sev- 
eral pullovers the trend to combining 
smooth and sueded in almost equal pro- 
portions was noted. Some grained and 
crushed kidskin was also to be seen 
in swatch books. Here, as in the smooth 
and sueded surfaces, there were sev- 
eral shades of brown, and wines, tans, 
etc. 

Throughout the exhibition the im- 
portance of kidskin for Fall shoes was 
emphasized. The qualities of the 
leather itself, the interesting silhou- 
ettes and treatments in the pullovers 
shown, and the formidable array of 
press clippings on the current popu- 
larity of kidskin, all combined to 
strengthen the impression that this 
leather will have a prominent place in 
the front rank for Fall. 


Max Roth 


PHILADELPHIA, Pa.— After a _pro- 
longed illness, Max Roth, of the Roth 
Shoe Co., died in this city recently. 

Mr. Roth has been identified with the 
shoe manufacturing business here for 
the past 18 years, when he established 
the Athletic Shoe Co. which, as its 
name implied, was identified with the 
production of sports shoes. Later the 
product and the name were changed, 
the production being chiefly slippers 
and boudoir shoes. 

Mr. Roth is survived by hi:; widow 
and four daughters. 


Shoe Production Shows 


Steady Gain 

WASHINGTON, D. C.-—Total produc- 
tion of footwear, other than rubber, in 
this country during March, this year, 
indicates an increase of 19.1 per cent 


~ PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 
os anon rene 
-— a aetpaians 


| =| 
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over February, 1939, and of 12.5 per 
cent over March, 1938, according to 
latest figures released by the Bureau of 
the Census, Department of Commerce. 

Men’s dress shoes showed an increase 
of 1,035,910 pairs in March, this year, 
over the preceding month, February. In 
the same period, men’s work shoes 
showed a gain of 232,999 pairs; wo- 


men’s shoes, 3,057,649 pairs; youths’ 
and boys’, 258,564 pairs; misses’ and 
children’s, 793,844 pairs, and infants’ 
shoes, 295,069 pairs. 

Increases were also shown by the 
above lines in order given, in the three- 
month period, January to March, 1939, 
as compared with the corresponding 
period last year, as follows: 20.9 per 
cent, 34.1 per cent, 27.1 per cent, 21.1 
per cent, 32.9 per cent, and 24.2 per 
cent. 


Kroto with Cambridge 
Rubber Co. 


Boston, Mass.—The Cambridge Rub- 
ber Company of Cambridge, Mass., an- 
nounces that H. J. Kroto, who formerly 
represented the Bata Shoe Company 
in Germany, Mexico and the United 
States, is now a member of the Cam- 
bridge organization. He is devoting his 
time to organizing the several divisions 
of the company. Mr. Kroto retains his 
connection with the Sun Shoe Manufac- 
turing Company of Chicago, makers of 
huarache-type sandals. 


Holland Named Given 
Manager 


ALBUQUERQUE, N. M.—William Hol- 
land, who has been assistant manager 
of Given’s Bros., here, has been trans- 
ferred to the Douglas, Ariz., store, 
where he will be manager. 
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FORMULA NO. & 
for Shoe Seles & Heels 


WAPAKONETA, OHIO, U. 8. A. 
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Nurses’ Shoes 
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Flexible, Shape Retainin 
NURSES’ OXFORDS 
Made on the 
NEW OSCO 
SUPER PLIABLE 


Process 
IN-STOCK 











Ne. 2008 
Bleck Kid | 
“Tide 
wee,  OwENS SHOE Co. 
“Then 28 Goodhue St., Salem, Mass. 
75 Years of Shoe Retailing 
New ORLEANS, La.—John Perry 
Wagner, owner of Wagner’s Shoe 


Store, here, has the proud distinction 
of conducting one of the oldest busi- 
nesses in the city. The business was 
founded in 1860 by John George Wag- 
ner, who opened a shoe shop where he 
made boots to order for the Confed- 
erate and Union soldiers. After the 
war he opened a larger store in Dau- 
phine and Ursuline Streets, making 
ladies’ shoes to order as well as men’s. 

In 1876, when John George Wagner 
died, his three sons took over the busi- 
ness under the leadership of George, 
the eldest son, and were the first to 
introduce Eastern-made shoes. They 
built up a big business in this store, 
which was called “La Botte Rouge.” 

In the early ’80’s each of the three 
brothers decided to branch out for him- 
self; George retained the initial store, 
John opened the Blue Flag Shoe Store 
at Bourbon and Ursuline Streets, and 
Joseph opened the Blue Flag Shoe 
Store at 625 Ursuline Street. 

After the deaths of George, John and 
Joseph Wagner, the business was con- 
tinued by John Perry Wagner, son of 
John, and present owner of the busi- 
ness, which is located at 1709 Tulane 
Avenue. 





Lape Guest Speaker 
At Midwest Shoe Fair 


CINCINNATI, OHIO — The Midwest 
Shoe Fair Committee has announced 
that Herbert N. Lape, president of 
Julian & Kokenge Company, Columbus, 
Ohio, will appear as their guest speaker 
at the noonday luncheon to be held 
Tuesday, June 13. 



























HERBERT N. LAPE 
Lape first became connected 


Mr. 
with the shoe industry when he 
was 19 years old. He worked as a 
salesman for the Jones Shoe Company, 
going from there to the Wolfe Brothers 
Shoe Company. When Charles and Ed 
Wolfe started the C. & E. Shoe Co., 
he transferred to that organization. 

In 1901 he joined the Julian & 
Kokenge Company as salesman. In 
nine years he became sales manager 
and in fifteen vice-president and di- 
rector. For the last twelve years he 
has been president of that concern. Mr. 
Lepe’s position in the industry, and 
his well-rounded knowledge of problems 
confronting the shoe man are certain 
to make his talk one of great interest 
to the trade. 


Handles Family Line Again 

University Crry, Mo.—Arnold Klein, 
who operates Shoeland at 6819 Delmar 
Boulevard, here, has announced that 
he will again handle men’s and chil- 
dren’s footwear. These lines were dis- 
continued by the store in order to spe- 
cialize in women’s shoes exclusively. 
Due to a demand from his customers 
it has become necessary to handle shoes 
for men and children in addition to 
the women’s footwear. Klein said: “I 
realize, now, that a shoe man should 
make up his mind to have a complete 
stock in all lines in order to do an all- 
around good business.” 
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INSTOLK PRE WHLTS 




















HEALTHFUL ond appealingly 
styled, Elam's Pre-Welts are the 
kind of children's shoes that win 
loyal, satisfied customers. Send 
for catalog. 


F.S. ELAM SHOE CO. 















Pioneer Store in New Home 


[CONTINUED FROM PAGE 28] 


family trade will still be a store fea- 
ture as it has been for so many years. 

In all lines much new stock is being 
put in, but especially in the youth shoes. 
Indeed, as in the past, the Guarantee 
will be a store where, says Mr. Gold- 
stein, “everything and anything can be 
found for all ages,” which, he says, is 
at the bottom of the store’s substantia! 
popularity and growth. 

“People have learned that they ca: 
find what they’re looking for at the 
Guarantee,” explained Mr. Goldstein 
“We have everything and anything. It 
takes time to build a store up to that 
reputation and stock, but it had been 
gradually done, and this reputation 
alone is a steady drawing-card, if you 
live up to it.” 

It is hard to think of a steady ac 
cumulation of stock going on in a shox 
store, but, according to this owner, thi: 
is what has happened in this store 
until there is almost nothing in the sho: 
line that you can’t find at the Guar 
antee, especially in the medium-pric: 
range the store maintains. 

The price idea of the Guarantee i: 
medium with more shoe at medium 
prices, but shoes at the other prices 
also sell well, and fill out the varied 
bill of fare of a store noted for its wid: 
range of stock. 











It probably is—because BREAST- 
LOCK HEELS sometimes save 
money and always eliminate 
trouble. 


For years high heels that kicked-back and kicked- 
under have been the cause of returns, com- 
plaints and dissatisfied customers. Finally we 
found out what was wrong with most high heels 
and did something about it. We gave them 
BREASTLOCK protection. 


Today more than sixty leading shoe manufacturers 
are using scientifically designed BREASTLOCK 
HEELS to get away from the costly trouble re- 
sulting from broken heel breastings. You, too, 
can defeat the broken heel-breasting danger and 


improve the style and quality of your line by 
using BREASTLOCK HEELS. 


And remember—most types of shoes cost no more 


with BREASTLOCK HEELS; some cost less. 
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MAY 


ARE NOW 
READY 


The January price ticket is in 
white, gold, and green, and has 
adequate space for wording or 
stock number. 


Freshen up your New Year win- 
dow display with harmonizing 
show cards and price tickets. 
The January show cards are 
now ready in an attractive and 
seasonal design in shades of 
blue, green and gold on a white 
background, and bear mes- 
sages pertaining to style, qual- 
ity, protective footwear, etc. 


CARD HOLDERS 


Two styles are available; 
Natural wood finish or 
oval base — burnished 
gold — three color trim. 
These modernistic holders 
take any size card, and 
harmonize with the finest 
window display fixtures. 















































Everyone Passing 
is a Possible Prospect 
SELL THEM 





DISPLAY CARD SAMPLES. HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's. women's, children's shoes 
women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 






ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available 
WITHOUT STORE NAME: 6 dozen, $1.10—i2 dozen, $2.00 


WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.0.D. PREFERRED 


MERCHANDISING AIDS 
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Pouy Cup Polly Clips 
for Price Tickets For Price Tickets—Adiusteble 


—Tilt at any angle. 





Yo gross .. $2.25 
| gross .... ' $4.00 





Recorder Stock Record LY ¥ 








v for shoe cartons. Cyclone clips 

“ aes oo iew included. aeseesee 
2a $1.25 
dace ce $2.25 







Polly Shoe Holder fm. 


To display arch, branded, and Son... 
fibre-sole shoes. Always re- ; 7 
mains in upright position. 































BOOT ano SHOE RECORDER, May 13, 1939 











FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are olatainable in two combine- 
tions: corn with green border, or buff with 
green border. Choice of forty selling 
phrases, or blanks. 


12 dozen (printed or blank) $2.00 
6 dozen (printed or blank) 1.10 
| dozen (printed or blank) 0.25 














(Cross out 


Combination of one gross Polly 
Clips and one gross Arrows, only 
5.00. 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards. 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 


lines not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


We sell Men's, Women’s, Children’s Shoes and Women’s Hosiery. 
quantities and denominations: 


STORE NAME = 
STREET 


$1.00 
for 





deliv- 


ered. and agree to return the 


SERVICE | MONTHLY Hotoers | ones, 





subscribers 


must be drawn on U. &. 


No. | $5.00 6 100 





per year, payable 
additional 


. per month. For 


cash in advance, full year’s 


No. 2 4.00 4 100 





foreign 
month 
card holders. 


No. 3 


+ we agree to pay 





No. 4 


FOR ANNUAL SHOW CARD SERVICE 


> 
3 
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° 
3 
S 
> 
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$ 
s 
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3 
u 


service, 5% discounts. Checks 
banks, or include exchange. 
if for any unforeseen reason 
we wish to discontinue ser- 
vice vefore expiration of or- 




















each month's service 


from 


s 
der 
per 








/ FOR ITSELF + IN MERCHANTS “SERVICE UCASE 
( flit ? BOOT € S#O 


INCREASED BUSINESS « 
/Micil Conoper Vore/ WW yoy 722” EX. 























cards, and 


+ Consisting 
. blank tickets each 


. Card hold- 
first month's 








for Card Service No. 
per fifty, additional. 


2 White fone . Shell pink “K” White beard. “vV" White beard. 
esign in brig oard. Design in Design in light bine Design in green and 
blue. purple and yellow. and yellow. yellow. 


continuing monthly for one 
PRINTED TICKETS, at 35¢ 


beginning with May 
year, 


Please enter our order for the 
Recorder “Selling Messages,” 


ers (with the 


SIZE: 114" x 2%"—Prices on opjosite page. 
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SALESMEN WANTED | 


SALESMEN WANTED 


LINE WANTED 











SALESMEN WANTED 


One for Ohio. Another for Illinois and Missouri. Another for 
Mississippi, Louisiana and Tennessee. Nationally known, nation- 
ally advertised lines Men’s and Boys’. Retail Men's $3.50 to $8.00, 
Established business. Splendid 
opportunity for right man. Must live in territory and be working 
it now. Give full information in letter—age, complete sales record, 
lines sold for past five years and at least three character references. 
All replies confidential. Address #236 ¢/o Boot and Shoe Recorder, 


Boys’ $3.00-$3.50. Strong line. 


140 Federal St., Boston, Mass. 














SALESMEN WANTED 


Texas-Georgia and Florida-Wisconsin. Re- 
quire men now traveling these territories to 
sell established, nationally known fast styled 
In-Stock Women's Novelty Footwear retailing 
at $2.00, $3.00, $4.00. 

ddress eare BOOT & SHOE RECORDER 
* 250 "West seth Street, New York, N. Y. 








SALESMEN WANTED for the states of Ohio 
old — w 
West ca 
family. bony have car and established follow- 


ofeation will be considered. Forward late 


CINNATI, OHIO. 


and West Virginia to travel for the largest, 
Sholesale house in the Middle 
shoes in stock for the entire 


and successful sales record. No other ap- 


and references with a ae THE 
CHARLES” nd SHOE Ca! PANY, CIN- 


LESMEN to cover the following territories: 
North and South Carolina, Oregon, Washing- 
ton, Idaho, and Wyoming, by well known 
manufacturer of fast sel popular priced 
Misses‘, Children’s, Growing Girls’, dy elts 
and McKays, all carried in stock. 
tion on a commission wy only, payable wae. 


ecorder, 239 
West 39th Street, New Yor ae 


ANTED Salesman now visiting Southern 

Volume accounts to carry a well known line 
of —~——-_r in all size ranges and to be 
shown connection with his present line. 
Established following essential. Address $239, 
care Boot & Shoe penerder, 239 West 39th 
Street, New York, N. Y 


SHORT side line oz — banter slip- 

pers, moccasins an in slippers. 
Commission basis. Give full details, references. 
Address $242, care Boot hoe Recorder, 209 
South State St., Chicago, Ill. 

















FOR SALE 





FOR Sale, shoe store Northern Penna. town of 
Rental 
Roe You 


20,000 reapntien. Railroad Shop center, Low 
small inventory. Address $210, care 
Boot & Si hoe Recorder, 239 West 39th Street. 





EXCEPTIONAL shoe collection. > shoes 
remote yn Po the earth, 
ww 100 pairs. Floyd G. Frederick, Souderton, 


from the most 





Vy AMP roller patent, and stock 
707 Bu rnett Bidg., Ft. Worth, Tex. 


enough to 
from start. Ralstin Mfg. Co., 


HELP WANTED 


SUPERINTENDENT WANTED FOR 

LARGE $1.98 SANDAL FACTORY TO 
BE OPENED IN NEW ENGLAND Lis. 
ERAL REMUNERATION, BUT MUST 
HAVE RECORD OF ACCOMPLISHMENTS 
IN THE ABOVE FIELD. GIVE ALL D 
TAILS. ADDRESS $176, CARE BOOT r 
HOE RECORDER, 239 WEST 39TH 
TREET, NEW YORK, N. Y. 


Whee TRIMMER—retail chain ee 
ing in women’s shoes, hosiery—m have 
experience. Address $243, care Boot “* Shoe 
Recorder. 239 West 39th Street, New York, 














BUSINESS OPPORTUNITY 


FOR RENT 








PROFIT ont, goes on my 
5 ee 
pn B.A Write—M. E. Watson, 
‘ontaine, Ohio. 


nstructions 
Belle- 





SHOE pg a ey cumigoel fer for rent m te 
100% location Buea Tennessee ‘Address 
$237, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





WANTED — OUTSTANDING LINE of 
Growing Girls’ Oxfords f 
nessee and Alabama to retail at $2.00 and $3.00 

m exceptional line of Women’s Novelties to 
retail at A. 98. —_— traveled territory for a 
yt eH, have a worthwhile fol 

coke, A $248, care Boot & Shoe 
oe. 239 West 39th Street, New York. 





SHOE salesman with fifteen years’ experience 
desires popular priced or specialty 
line for eastern Pennsylvania, Manufacturer's 
line ogptisest. Address $241, care Boot & 
Shoe Recorder, 239 West 39th Street, New 





ANTED: Line of Men’s Welts to sell Big 

~ Stores in St. Louis, ay City, a 

. Texas 

a Jefferson Hotel, ss Louis, Mo.— 

References given—35 years’ experience on road 
selling shoes. W. C. Cornish. 





| Syl ge. 4 Infants’ and Children’s Pre 
welts. Chains and department stocks 
Texas and Louisiana. Do you want your 
Shoes Carried in Connection? Address $245 
care of Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





= Line Wanted for, Pacific Coast Terri 

Snappy women’s s to retail ai 
$2. 93 to $4.95. Address $246, care Boot & 
Fok. ak 239 West 39th Street, New 
or’ : 





LINE wanted for Middle West. Line of 
women’s s| to retail at popular prices 
Have established business on territory of 
approximately te ge Address $247, carv 
Boot & Shoe Recorder, 239 West 39th Street 
New York, N. Y. 








WANTED TO PURCHASE — 














5 NOW MAKING 
ARTICULARS 








NEW YORK, N. Y. 





RENT OR LEASE 


BRIDGETON, NEW JERSEY. New, mod 
~f* air-condit store. 931 square feet 
——— Excellent openi for 





A kind shoe store. Bridgeton County 
seat, 20,000 po cin he Be 10, contributing 
population. invit ion - 
mediate. (owner), y 








mum charge, 75 cents. For all other 


CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 

classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


advertisements is $5.00 an inch with a maximum of 46 words. 
in advance. 


this page must be in our New York office on Friday of the week preceding publication “™® 
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POSITION WANTED 





CORRECTIVE SHOES (RETAIL). 
aged, capable shoe fitter 





KKEEPER - accountant - correspondent. 
good personality; wide ac- 
ex in shoe 





recent 
itan New _— 





PROFESSIONAL Window Trimmer recently 
in display business. Life long retail shoe 
i a all les. Finest references, 
wil go ywhere. dress $244, care Boot 
West 39th Street, New 
York, N 


ex 
an 
& Shoe Regerder, 239 





WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will buy surplus or am stocks of shees 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5878 








SHOE STOCKS BOUGHT 


Cemplete or Pari 
Wholesale or Retail 
BARIS SHOE COMPANY, inc. 
79-81 READE EET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180-518! 








WE BUY 
le and Ketall 
such 
Queen Quality 
itetson, Red Cross, Nunn-Bush, Ete. 
IBVIN BRUBIN 
“The House of Jobe” 


SB Reade St., Cor. Church 
Barclay 7-7887 New York Cit» 























Celebrates Anniversary 
In New Store 


READING, Pa. — Celebrating twenty- 
five years in the shoe business in Read- 
ing, Farr’s Shoe Store opened their 
new and enlarged quarters to the public 
on Thursday night, April 20. 

The main change in the store is the 
moving of the men’s department from 
the main floor to new, modern quarters 
in the basement, and the devotion of 
the main floor to the sale of women’s 
and children’s shoes. 

“The segregation of men’s ard wo- 
men’s departments in shoe stores is a 


step in the modern trend,” Harvey L. 
Farr, merchandising director of the 
Farr stores in Reading, Allentown, 
Bethlehem and Easton, said. “We feel 
that men prefer a shopping room of 
their own. 

“As a result of this change, we ex- 
pect to add to our staff, as business 
warrants,” Mr. Farr stated. 

One of the most modern men’s rooms 
in this section, the room is finished in 
cream with a blue trim. Fluorescent 
and indirect lighting are used, and 
spotlights attract attention to the dis- 
plays on top of the shoe shelves, there- 
by permitting the use of more space 
than ever before. The rug is Nile 
green. There is also a hosiery table 
and display racks in the room. Twenty 
chairs are provided for customers. 

Bhe change provides more room in 
the women’s and children’s depart- 
ments. The seating for women will be 
increased to more than 50, while twenty 
seats will be available for children. 

An enlarged hosiery, bag and ac- 
cessory department is possible through 
the change. A counter for glove sell- 
ing will also be extended. 

In addition to the merchandising di- 
rector, other members of the firm in- 
clude Jacob L. Farr, president, and 
Harvey H. Farr, treasurer. 


Partners Purchase Leonard 


Store 


Granp Rapips, Micu.—The stock of 
Leonard’s Boot Shop has been pur- 
chased by George Doorn, Lawrence 
Johnson and John W. Sharp. The bus- 
iness will be continued at the same 
address, 204 Monroe Avenue, N. W., 
under the name of Leonard’s Shoe 
Store. A complete line of new mer- 
chandise including men’s and women’s 
shoes is being stocked. 


Smith Purchases Webb Store 


BuFrraLo, N. Y.—Pete Smith, who for 
many years was a valued employee of 
the late C. W. Webb, prominent shoe 
retailer of Geneseo, N. Y., has pur- 
chased the interest of the Webb estate 
in the store and now is proprietor. Mr. 
Smith enters business on his own ac- 
count with the best wishes of a wide 
circle of friends in the shoe trade and 
among the people of Geneseo, where he 
is very well known and popular. 


LEARN ADVERTISING 


\l //( S471 


IF you are an executive, a junior 

executive, or a person with good 
background, you will find the Vincent 
Edwards Correspondence Course in 
Advertising educational: interesting: 
valuable! 


It is a high-grade course, on an im- 
portant subject, the knowledge of 
. which will make you a more effective 
business person. 


It teaches how to write: it teaches 
advertising: it teaches merchandis- 
ing: it develops clear thinking on busi- 
ness subjects. It is an advanced 
course for mature people. 


Write today for the free booklet 
+++ it is interesting, inspiring and well 
worth reading. 


VINCENT EDWARDS 
ADVERTISING COURSE 
342 Madison Avenue New York City 














Chicago Travelers Issue 
Directory 


CuIcaGo, ILL.—The Shoe Travelers’ 
Association of Chicago has recently 
issued its 1939 membership directory, 
which is now being distributed to re- 
tailers and other members of the trade 
in this area. Because the directory was 
so widely received last year it has been 
made an annual publication. A novel 
innovation in this year’s directory is 
a double-page spread signed by the 
members, in which they pledge to drive 
safely during 1939. There is also a 
list of the members, a list of the firms 
represented, a schedule of the monthly 
shoe shows and pertinent information 
about the association. 


Reopens Modernized Store 


BUFFALO, N. Y.—Michaels Boot 
Shoppe, high-class community shoe 
store, 1406 Hertel Avenue, this city, 
opened its new, modern, air-conditioned 
store, with a new attractive store front 
and other latest store merchandising 
equipment, on May 1. The store dis- 
tributed complimentary favors to its 
patrons and guests on the reopening 
day. In addition to shoes for men, 
women and children, a complete line 
of hosiery is carried. 


Opens New Shoe Salon 


Detroit, MicH.—A new shoe salon 
has been opened in Himelhoch Bros. & 
Co., high-class downtown department 
store, Detroit. Only one quality line of 
footwear is being featured. 








| INCREASE 


YOUR SALES 


+ $— 


Bring More Customers 
into Your Store 


Serve Them Quicker 
and Better 


Make Every Customer 
a Walking 'Ad" 


YOU CAN display your merchan- 
dise in a way that turns window 
shoppers into buyin customers. 
Our MODERN WINDOW FIX- 
TURES add extra appeal to shoes. 
We also have the latest in FITTING 
STOOLS and MIRRORS. Ask for 
information. 


YOU CAN have your customers 
wear your heaviest, stiffest shoes out 
of the store feeling as thou a they 
have on their old shoes. sk for 
information on the PLIANTOR, the 
machine that “walks” the “breaking- 
in miles.” 

YOU CAN save time, and your cus- 
tomer’s og oy by ae My right 
size the first time new 
T-SQUARE FOOT MEASURE is 
the answer to the shoe man’s prayers. 


YOU CAN fit “hard-to-fit” feet with 
shoes that do not gap, bulge or slip 
at the heel. It is possible to shrink 
leather and fabric without harm— 
without leaving a mark. Ask for 
information on SHOE DOCTOR 
SHRINKERS and FLUID. 


YOU CAN provide comfort in style 
shoes or inexpensive shoes with an 
insert that retails profitably at $1.00. 
Ask for information on GLIDE- O- 
MATICS. 


-Mail the coupon below today 


CHARLES HENRY BROWN 
E. SON, INC. 








gueeoeonee TEAR HERE '#2eeeeece¢ 
: CHARLES HENRY BROWN & SON, Ine. : 
g Marbridee Bidg., 47 W. 34th St., Now York City 8 
Please send me details on the following items: 
(oheek) 
FIXTURES 
PLIANTOR 
T-SQUARE FOOT MEASURE 
SHOE DOCTOR SHRINKERS 
GLIDE-0-MATICS 
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Feu GuIDE, 


BOOTS AND SHOES 


BLUE RIBBON SHOEMAKERS, St. Louis, Mo 
BROOKS SHOE MFG. CO., Philadelphia, Pa 

COON, W. B., CO., Rochester, N. Y 

DANVERS SHOE CO., Manchester, N. H 

ELAM, F. S., SHOE CO., Rochester, N. Y 

ENNA JETTICK SHOES, INC., Auburn, N. Y 
EPHRATA SHOE CO., Ephrata, Pa 

FLORSHEIM SHOE CO., Chicago, Ill 

GOODRICH FOOTWEAR, Watertown, Mass 
GREEN SHOE MFG. CO., Boston, Mass 
HANNAHSONS SHOE CO., Haverhill, Mass 
KRIPPENDORF-DITTMAN CO., THE, Cincinnati, O 
LONGINI SHOE MFG. CO., THE, Cincinnati, O 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass 
NATHAN, DAVID T., Boston, Mass 

OWENS SHOE CO., Salem, Mass. 

ROHN SHOE MFG. CO., Milwaukee, Wis 
THOMPSON BROS. SHOE CO., Brockton, Mass 
VITALITY SHOE COMPANY, St. Louis, Mo 
WEIL, M. K., SHOE CO., St. Louis, Mo 

WRIGHT, E. T., & CO., INC., Rockland, Mass 


LEATHER AND OTHER MATERIALS 


ENGLAND-WALTON DIV. OF A. C. LAWRENCE LEA. CO., Boston, Mass.... 44 
EVANS, JOHN R., & CO., Camden, N. J 

HUBSCHMAN, E. & SONS, INC., Philadelphia, Pa 

KISTLER LEATHER CO., Boston, Mass 

LEVOR, G., & CO., INC., Gloversville and New York City 

OHIO LEATHER COMPANY, Girard, O 

SURPASS LEATHER CO., Philadelphia, Pa 

VAN TASSEL LEATHER CO., Norwich, Conn. 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


LIMA CORD SOLE & HEEL CO., Lima, 0 3rd Cover 


LITHOX CORP., THE, Wapakoneta, O 

I re Ws I Naas ie ccedccdacsicosccccdcvccccces 
PROSPECT MILLS CORPORATION, Cambridge, Mass 

UNITED SHOE MACHINERY CORP., Boston, Mass..................... 
UNITED STATES RUBBER CO. (Lastex), New York City 
VULCAN CORPORATION, Portsmouth, O 
WHITTEMORE BROS., Cambridge, Mass. ............. 0.0.0... cc ccccccceeeees 


55 


Front Cover 
51 


STORE EQUIPMENT AND FINDINGS 


BROWN, CHARLES HENRY, & SON, INC., New York City 

ee AIR CONDITIONING DIV. GENERAL MOTORS SALES CORP. 
ayton, O. 

MOHAWK CARPET MILLS, New York City 

SCOTT FOOT APPLIANCE CO., Omaha, Neb 


MISCELLANEOUS 


AMBROSE, MATT, & SONS, Syracuse, N. Y 
BARIS SHOE COMPANY, New York City 
BOSTON SHOE FAIR, Boston, Mass. 

HOTEL LORD BALTIMORE, Baltimore, Md. 
IRVIN RUBIN, New York City 
KIRSCH-BLACHER CO., INC., New York City 
POLACHEK, Z. H., New York City 

VINCENT EDWARDS & CO., New York City 





WITTY, WORLDLY TIE-PUMP in lush black suede, 
latticed to play sophisticated peek-a-boo with pretty insteps. 
The Pennant Shoe Company, far-sighted in all matters of the craft, employs 


in its making an enlightened new process. Compo Equipment and Adhesive make 


possible that miraculous technique — whose extensive use today foretells 


_ Shoemaking in the World of Tomorrow. Compo Shoe Machinery Corp., Boston. 





